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1950: A.B.ASs Diamond Anniversary Convention (see page 25) 


This Month: 


THE A. B. A. CONVENTION by The Editors 
SPEEDING SERVICE AT SAVINGS WINDOWS by Raymond Dysart 
A 4 TO GO BANK CAMPAIGN FOR NEW ACCOUNTS by Burt R. Shurly, Jr. 
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LETTERS 








Farm Management 


Sirs: We have read many helpful 
articles in your splendid publication 
throughout the years, but never one that 
seems to offer as great possibilities as 
“Profitable Farm Services” in your June 
issue. 
In our bank, we have been talking about 
employing a man for this type of work but 
had never had as clear a picture of what 
he might do to help the community as well 
as the bank as was presented in Mr. 
McDonald’s article. We had never thought 
of having him manage farms, so this is an 
entirely new field so far as we are con- 
cerned. 
It appears that the opportunities are 
unlimited for country banks to offer this 
service. 
Joun M. JAckson, Vice-president, 
First State Bank, 
Brownsville, ‘Tennessee 


o ° 


Sturdy 


Sirs: Again let us congratulate you on 

the sturdiness and progressiveness of your 

magazine. It frequently has more valuable 

information within its covers than can be 

found elsewhere. 

Fatton A. O’LEARY, Manager, 

Mortgage Loan Department, 
Cornet and Zeibig, Inc., 

Clayton 5, Missouri 


a ° ° 


Counterfeit Posters 


Stirs: As you probably know, American 
currency circulates freely in Cuba. Re- 
cently, a substantial volume of counterfeit 
money began to make its appearance and, 
as a warning to the public and also to 
assist in identifying the counterfeits, we 


prepared a series of posters for our client, 
Banco Hopotecario Mendoza, for display 
in its windows. 

The idea came from the news item on 
“Counterfeit Detection” in your May, 
1950, issue. 

The posters proved to be the most popu- 
lar the bank has ever used and drew such 
large crowds continuously that the local 
branch of Sears, Roebuck and Company 
requested permission to use them in its 
own windows. 

BERNARD JENNINGS, Manager, 

MecCann-Erickson Corporation, 
Havana, Cuba 


Junior Achievement Bank 


Sirs: Since the story on the Junior 
Achievement Bank of Peoria appeared in 
Burroughs Clearing House, in your January 
issue, we have received approximately 
forty requests for additional information 
on our part of the program. 

These requests have come from banks 
ranging in size from Bank of America in 
California to a small bank in Clay City, 
Kansas. 

In addition, the local president of the 
Junior Achievement movement has _ re- 
ceived numerous requests for further de- 
tails and a number of directors in other 
cities have written to one of our other local 
officers. 

It is quite evident that the article was 
widely read and is proving effective pub- 
licity for the J. A. program. As a result, we 
believe that within a short time a J. A. 
Bank will be found in practically all of the 
cities that are sponsoring Junior Achieve- 
ment. 

GeEoRGE M. WASEM, 

Assistant Vice-president, 
Commercial National Bank of Peoria, 
Peoria 1, Illinois 


Posters on counterfeits attracted large crowds 
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Inflation 


Sirs: A 50 million mark Reichsbank 
Note, once worth $11,900,000 and now 
worth nothing, was included with a leaflet 
in the canceled checks of all of our regular 
checking account customers on July 31 
and also mailed to some 2,200 business 
leaders and professional men. 

The leaflet asked if it were possible to 
imagine the same thing happening to their 
dollars. It suggested thinking about the 
continuously increasing government spend- 
ing and mounting deficits and pointed out 
that the same thing might happen here. 

It was positively amazing how much 
comment and discussion, and possibly some 
thinking, that this little effort brought 
forth. 

GEORGE Ciark, President, 

Pioneer Bank, 
Chattanooga 1, Tennessee 
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TRENDS IN FINANCE 








Bank Policies for 
Today’s Wartime Economy 


The nation’s war mobilization program, 
giving impetus to inflationary pressures in 
an economy already riding the crest of a 
business boom, cannot fail to have its 
repercussions upon the banking system. 

It now falls upon bank management to 
take certain steps and to establish new 
policies to meet the changed conditions. 
What should these steps and policies be? 

To ascertain top level opinion, we have 
asked a few selected bank executives in 
different sections of the country to con- 
tribute their views. 

Have policing job. The collective think- 
ing of the group seems to be summarized 
by a statement from George E. Pierce, 
senior vice-president, The National Shaw- 
mut Bank of Boston. “As bankers, our 
prime and great concern is the preservation 
of our economy,” he points out. “In par- 
ticular we must maintain vigilance against 
the overextension of credit. Restrictions 
by individual banks may be the necessary 
tools to curb the inflation which would 
seem impending under current conditions. 
As bankers, ours is a job of strictest policing 
and control over the home front economy.” 

What is the thinking of the banker in the 
relatively smaller community? Kenneth 
K. DuVall, president of the $25,000,000 
First National Bank of Appleton (Wiscon- 
sin), says: ‘‘Now more than ever bankers 
must see their relationship to the nation’s 
economy as a whole while not losing sight 
of the individual characteristics of the 
local economy they serve. The right to 
continue making credit decisions at the 
local level will depend in the long run upon 
the ability and willingness of bankers to 
relate their activities intelligently to the 
picture as a whole. Far too many bankers 
haven’t yet realized this.” 

Temptations present. Mr. DuVall be- 
lieves that again the temptation to accept 
government guarantees in lieu of taking 
risks will arise and lead banks further 
down the road toward socializing the credit 
function. He adds succinctly: ‘We hope 
to resist.” 

“In our own bank we have established 
goals for total loans and for each important 
type of loan,” Mr. DuVall continues. 
“These goals are under continuous review. 
It now appears that two of these goals or 
limits—those pertaining to real estate 
credit and consumer credit—will be more 
or less set by government action. If this 
is true, only time need pass before our 
sfowing expenses will press on loan income 
and tempt us either to reach for such types 
of loans as are available or move out of 
conservative short-term investments into 
More speculative longer term media. We 
are bracing ourselves now against this 
temptation by once more emphasizing our 
balance sheet position if need be at the 
expense of our profit and loss statement.” 

Personnel problems. Many banks are 
recalling their manpower difficulties of 
recent wartime memory, and Mr. DuVall 
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Participate in “‘round-table’’ on 
banking’s wartime role 
fo] 


makes a very pertinent comment on this 
connection. ‘“‘Personnel problems demand 
immediate attention,” he declares. ‘“‘We 
propose to give ever more thought to mak- 
ing our bank a desirable place in which to 
earn a living. We know we must depend 
more and more on female help and will 
have the problem of turnover that goes 
with it. We know, too, that in proper per- 
sonnel we have an asset of greater potenti- 
ality competitivewise than any other.” 
Incidentally, it is understood that some 
of the banks are adjusting upward the 
maximum levels of various salary brackets, 
to give them more leeway in the future in 
the event of wage controls. 

Microfilming safeguard. As another 
precautionary step, it is reported that 
banks in the larger centers are devoting 
increased attention to the matter of micro- 
filming a wide variety of records, for safe- 


keeping at a distance, to be assured of 
photographic copies in case the originals 
were destroyed by atomic attack. 

“It is as yet a little too early completely 
to define bank policies to be pursued in the 
light of international and Washington 
developments,” observes William F. Kurtz, 
president, The Pennsylvania Company for 
Banking and Trusts, Philadelphia. ‘‘Obvi- 
ously, our operations will have to be geared 
to fiscal and monetary policy and to what- 
ever restrictive regulations may be issued.” 

However, management has alerted the 
bank’s officers to the situation. A directive 
has been issued on the necessity for econ- 
omy in every phase of the bank’s operations 
in view of the prospect for higher taxes, 
etc. And, a memorandum has been dis- 
tributed to all lending officers, dealing with 
future extensions of credit. It cited the 
chain reaction of panic or speculative buy- 
ing, starting with consumers and spreading 
to distributors and manufacturers. 

Potential losses. ‘“‘Under no circum- 
stances do we want to be a party to any 
speculation on the part of our customers, 
or knowingly contribute to this vicious 
spiral,” the memo affirmed. ‘‘We should, 
therefore, carefully appraise the credit 
needs of every one of our customers to be 
sure that we are not lending money that 
will in any way aggravate this situation.” 
That this is essential for pure credit rea- 
sons as well as for the good of the national 
welfare is pointed out in the communica- 
tion to lending officers. ‘Substantial losses 
could result from present speculations if 
the Korean situation should come to an 
early settlement,” the memo warns. 

Voluntary action. It is noteworthy 
that through co-operative group action, the 
Philadelphia banks are voluntarily adopt- 
ing new credit regulations to tighten up on 
consumer credit and are taking steps to 
halt speculative buying. 

The banks have agreed to eliminate the 
financing of “no down payment’’ plans, 
or “no down payment until January 1” 
plans, as well as “‘balloon” notes, and all 
non-essential loans. 

The banks are also clamping down on 
business loans, especially, those made to 
expand inventories. Applications are being 
screened carefully. Complete records as 
to normal seasonal demand are being 
obtained, and the banks are refusing to 
finance any purchases above those figures. 

Legislation to assure banks taking such 
co-operative action that they will not be 
subject to anti-trust action has been sug- 
gested by the Federal Reserve Board (see 
page 38 for further details). 

Credit controls. Banker comments 
seem to indicate a recognition of the need 
for certain Federal controls. Says A. E. 
Bradshaw, president of the National Bank 
of Tulsa: “I think the re-enactment of 
Regulation W will have a salutary effect on 
the inflationary tendencies confronting us 
at this time.”’ As to another inflation area, 
Mr. Bradshaw comments: “It seems to 
me that the tremendous building spree that 
is sweeping the country has gone far 
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enough, and I think the time has come 
when all banks should face the situation 
and do all they can to bring it within rea- 
sonable bounds.” 

When instituted, controls on commodi- 
ties will help to relieve banks of the 
responsibilities for restraining speculative 
buying and hoarding, in the opinion of 
W. L. Hemingway, board chairman, Mer- 
cantile-Commerce Bank and Trust Com- 
pany, St. Louis. He believes that if these 
commodity controls are as effective as 
anticipated, the need for credit controls 
will be held to consumer and real estate 
credits. 

While acknowledging that the extremely 
broad econemic powers conferred upon the 
Federal Government by the National 
Defense Act appear necessary, the Ameri- 
can Bankers Association through President 
F. Raymond Peterson has gone on record 
for repeal of the wartime guaranties of in- 
dustrial credit and abandonment of con- 
trols over consumer loans and other forms 
of credit, when the war emergency ends. 

President Peterson has urged every bank 
receiving requests for loans from war 
producers to make every loan it possibly 
can without use of the government’s 
guaranty. 

Realism urged. Thomas C. Boushall, 
president, The Bank of Virginia, Rich- 
mond, is prepared to accept such controls 
as are necessary to defense and national 
security, but adds: ‘“‘We are, however, 
trying to insist that those controls be intel- 
ligently directed and applied only to the 
sections of the economy that are required 
for the defense effort. We are urging an 
avoidance of controls that would restrain 
the bank’s ability to be of use both eco- 
nomically and socially to the citizens, who 
themselves in turn must bear the restric- 
tions of a nation developing a defense. 

“This point I hope can be elaborated 
upon far more broadly by the banking 
fraternity than has ever been done before,” 
Mr. Boushall concludes. ““We are all too 
prone to bow our heads and accept the 
edicts of a central government, without 
insistence that those edicts come from in- 
telligent, competent and realistic sources.” 

Mr. Boushall is convinced that consumer 
credit will recede, and he says: ‘“‘We are 
preparing to convert liquidating consumer 
loans into government bonds. We are 
preparing to handle commercial loans that 
arise out of the defense effort. And, since 
we have five of our eleven offices in the 
defense area of Hampton Roads, we 
expect to be of service in helping to develop 
needed housing in that area.” 

Productive credit. There is some feel- 
ing that restrictive loan policies can be 
carried too far. One of the nation’s most 
prominent country bankers, C. W. Bailey, 
president, The First National Bank of 
Clarksville (Tennessee), declares: ‘We 
do not intend to curtail credit sharply, 
where that credit is used for productive 
purposes, as we believe that production of 
those things which are essential—such as 
foodstuffs and clothing—are of increasing 
importance and must be provided in the 
most generous manner possible.” Mr. 
Bailey does agree that there should be some 
curtailment of installment lending, and 
adds: ‘“‘We are cautioning our patrons to 
use good judgment and be prepared to 
justify the transactions of this character 
into which they enter.” 








Some hint that it is possible to carry 
policy changes too far is voiced by Frank 
L. King, president, California Bank, |.os 
Angeles. While acknowledging that the 
bank is inclined to be more conservative 
than usual because of the added uncer- 
tainties of the times, Mr. King makes this 
observation: “I think, however, that there 
will be less disturbance to our economy as 
a result of presently planned war prepara- 
tions than many business managements 
seem to be planning for.” 

At the same time, a glance at the 
accompanying chart showing the recent 
trend of raw material prices, which will be 
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Business Bulletin, Cleveland Trust Co 


In five weeks, up 15% 


reflected in forthcoming retail prices, 
graphically illustrates why bankers and 
others are concerned about the inflationary 
prospect ahead. The diagram traces the 
weekly movement of spot prices of 28 basic 
commodities. It will be noted that in the 
brief period from June 23 to the end of 
July the index rose from 264 to 303, or 
15 per cent. That means higher costs all 
along the line. 

Loan advertising cut. An officer of one 
of the foremost New York City banks 
writes: “‘As a matter of background infor- 
mation, you may be interested to know 
that we have discontinued our spot adver- 
tising of consumer credit loans on the 
radio and in the newspapers. I am inclined 
to think we will cut off more media in thal 
particular field within the next few weeks. 
The other point of notable interest is that 
applications for bank credit from com- 
panies receiving defense orders are being 
given ‘priority... Among our senior lending 
officers there is a distinct wish to handle 
this business without Government guaral- 
tees, in the light of experience acquired 
during World War II. However, it looks 
as if the emergency legislation in Washing- 
ton probably will include some provision 
for Government guarantees, and no doubt 
there are some bankers who would favor 
that proposal.” 

Examples cited. A Wall Street Journal 
item of August 10 chronicled a number 0 
instances of banks fighting inflation by 
banning loans. One related to a NeW 
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Displays at Central National Bank, Des Moines. Shown with artist (left) is Vice-president Frank R. Warden 


Dioramas compare productivity and living standards under Free Enterprise and Communism 


York City banker rejecting a retailer’s 
application for $500,000 to open two new 
branches, the turn-down being on the 
grounds that the projects were non-essen- 
tial. The same banker was said to have 
barred a $5,000,000 credit to a company 
seeking to buy its own stock; here the 
reasoning was that such an action would 
put inflationary money in the hands of 
the sellers of the stock. 

Government finance. Beyond limiting 
loans to essential purposes, the banks will 
also have responsibilities in connection 
with helping the government finance the 
war. W. L. Hemingway points out that 
the banks were never in better condition 
to do so. “The great problem,” he adds, 
“will be to hold down inflation as much as 
possible in the financing process. Senti- 
ment in this part of the country, as I hear 
it, is that taxation should be as heavy as 
business can bear. Non-military expenses 
should be reduced to the very lowest pos- 
sible point so that the government borrow- 
ing requirements will be as low as possible. 
Also, when the government borrowing for 
war purposes begins, it should be in the 
form of bonds sold to the public. While 
the banks must act as underwriters, it is 
highly desirable that as few as possible of 
the obligations find themselves in the 
banks.” 

The general attitude of the bankers par- 
licipating in this ‘‘round-table discussion 
in print” is well typified by the following 
broad declaration from C. W. Bailey: 
“Our first determination is that of giving 
every co-operation we can toward the 
successful financing of any program which 
is presented by our United States Govern- 
ment.” 

+ + + 


Ideological Dioramas 


The startling differences in the standards 
of living as between Communism and the 
American free enterprise system are dra- 
matically illustrated by two dioramas 
recently installed by the Central National 
a & Trust Company, Des Moines, 
owa. 

Instead of dealing in abstract “isms” 
and philosophies the dioramas present the 
difference in the two ideologies—Com- 
munism vs. 


Free Enterprise—by using 
Products and services common to all. 
Convincing comparisons. One of the 


dioramas points out the differences in pur- 
chasing power between the two systems. 
For instance, that an American workman 
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_ can buy a loaf of bread with only 6 minutes 


of his labor, whereas a Russian workman 
must toil 128 minutes to pay for the same 
loaf of bread. 

The second diorama presents a combina- 
tion of America’s productive genius and 
capacity and standards of living as com- 
pared to that of Russia. It illustrates the 
fact with only 7 per cent of the world’s 
population and 6 per cent of the world’s 
area, the United States produces 46 per 
cent of the world’s power, 56 per cent of 
the world’s steel and 61 per cent of the 
world’s oil. The vast difference in stand- 
ards of living are presented by dramatized 
comparisons of the facts that the United 
States has an automobile for every 4 per- 
sons as against Russia with one auto- 


mobile to every 252 persons, and one tele- 
phone to every 5 persons in the United 
States as opposed to one telephone to 
every 188 persons in Russia. 

Timely displays. While planned months 
in advance of their actual installation, the 
dioramas were placed on display within 
less than two weeks after the outbreak of 
actual hostilities in Korea. 

The general theme for the dioramas was 
developed by the public relations commit- 
tee for the bank, with the actual design and 
execution of the work being done by Rex 
Werner, art director of Trans-World Air- 
lines. Mr. Werner (left) and Frank R. 
Warden, vice-president at the Central 
National Bank, are shown in one of the 
illustrations above. 
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WE QUOTE 


Apropos of current talk of war, 
with its accompanying ‘“‘scare” 
conclusions concerning scarcity of 
materials, we believe it timely to 
use our space this month for 
excerpts taken from our advertising 
of past years. 


From our advertisement of January 
1942: “Positiveness is not always 
in good taste during a period of un- 
certainty, but we hold the strong 
conviction that there will be no 
restrictions placed upon the use 
of bank checks. Any curtailment 
would increase the printing of 
currency, which would have a far- 
reaching and undesirable effect 
upon our economy. 


From our advertisement of January 
1943: ‘Now, a vear has gone by 


and, once again, the question is | 
being raised about the scarcity of 
paper. We don’t know any more 
about it than anyone else but we 

still believe that there will be 
plenty of paper available for 
bank checks.” 


From our advertisement of Octo- 
ber 1943:‘‘Aside from the question 
of service there has never been any 
need for banks to load up on 
checks—there is no need to do so 
now.” And so, in 1950, we say | 
again ‘There is no need todo so | 
now.” Some things may get a 
little tight and prices may advance, 
but bank checks will be delivered 
and, if you buy them from Deluxe, 
they will be delivered when 
needed. 
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CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 






























Continental Illinois 


buys bonds by billions 
sells bonds by billions 


as a dealer in United States 
Government and Municipal Securities 


















The Bond Traders’ Desk 
at the Continental Illinois 
is a busy “market place” 


the year "round. 





Volume trading in securities 


benefits banks and corporations 


paren our many important specialized 


services to banks and corporations are— 


Buying and selling United States Govern- 


ment and municipal securities; 


Analysis of investment portfolios by our 
experienced and competent staff. 


Every year our traders buy and sell billions 
of dollars’ worth of such securities — making 


Continental Illinois National Bank 


us a nationally recognized “market place.” 

It is a matter of considerable pride with us 
that our substantial trading position in these 
securities, our wire and telephone facilities, and 
the experience of our specialists in this field, 
all combine for the benefit of our customers. 

You are invited to write for details of this 
individualized service, which may mean a sav- 


ing of time and money for you. 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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Convention Time 


The fall convention season will soon be 
in full swing as the various banking and 
financial associations meet to study their 
activities in the light of national develop- 
ments. 

Largest of the meetings will be the 
Diamond Anniversary Convention of the 
American Bankers Association, which is 
covered at length in this issue of Burroughs 
Clearing House beginning on page 25. The 
first of the major conventions will be that 
of the Financial Public Relations Associ- 
ations, which is set for September 17 to 22. 
This is followed by the meetings of the 
Association of Bank Women, September 
21 to 24, the A. B. A., September 24 to 27, 
the Mortgage Bankers and others. 

The F.P.R.A. Following its custom of 
conducting a school in connection with 
its conventions, The Financial Public 
Relations Association this year will devote 
one hour each morning to a School of 
Salesmanship at its meetings in Boston. 
This school will be conducted by Vincent 
B. Coffin, vice-president, Connecticut Mu- 
tual Life Insurance Company. 

First of the speakers at the opening 
session will be President John N. Garver, 
vice-president, Manufacturers & Traders 
Trust Company, Buffalo, who will deliver 
the message of the president. He will be 
followed by Louis E. Townsend, a past 
president of the association and _ vice- 
president, Bank of America N. T. and S. A., 
San Francisco, who will deliver the con- 
vention’s keynote address. 

At a special luncheon scheduled for 
Wednesday, September 20, the convention 
will be addressed by the Honorable Robert 
F. Bradford, former governor of the Com- 
monwealth of Massachusetts. Another 
notable speaker, who will address the 
annual banquet, will be Don Henshaw, 
executive, MacLaren Advertising Com- 
pany, Limited, Toronto. His subject will 
be ‘Human Relations.” 

Subjects for departmental meetings 
will include commercial banking for large 


and small banks, consumer credit, savings © 


and mortgages, staff relations and trust 
development. Subjects for clinics will be 
newspaper advertising, employee training, 
customer relations, direct mail, radio and 
television, publicity, and others. 

Bank Women. ‘The four-day annual 
convention of the Association of Bank 
Women will be held at The Biltmore Hotel 
in New York City, September 21 to 24. 

According to Miss Catherine S. Pepper, 
general convention chairman, and member 
of the new business department, The Na- 
tional City Bank of New York, the guest 
Speaker at the annual banquet will be 
Dr. John A. Krout, Dean of the Graduate 
Faculties and Associate Provost, Columbia 
University, New York City. 

Other prominent speakers include Miss 
Sylvia F. Porter, columnist and financial 
editor of the New York Post, and Mrs. 
Elizabeth Harrison Walker, public rela- 
lions consultant and former secretary for 
the (.ommittee on Economic Development. 
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Fall Convention Schedule 


September 17-22—Financial Public Relations 
Association, 25th Annual Convention, Hotel 
Statler, Boston, Massachusetts 

f 


September 21-24—Association of Bank 
Women, Annual Convention, Hotel Biltmore, 
New York City, New York 


September 24-27—American Bankers Associ- 
ation, 7 5th Annual Convention, Hotel W aldorf- 
Astoria, New York City, New York — 


September 27-29—Mortgage Bankers As- 
sociation of America, Annual Convention, 
Statler and Book Cadillac Hotels, Detroit, 
Michigan 


October 15-18—National Savings and Loan 
League of America, Fall Management Con- 
ference, Waldorf-Astoria Hotel, New York 
City, New York 


October 18-20—Annual Western Regional 
Trust Conference, American Bankers Associ- 
ation, Hotel Biltmore, Los Angeles, California 


October 22-25—Consumers Bankers Associ- 
ation, Annual Convention, Westchester Coun- 
try Club, Rye, New York 


October 23-26—National Association of 
Bank Auditors and Comptrollers, Annual 
Convention, Municipal Auditorium, Kansas 
City, Missouri s 


November 5-8—Robert Morris Associates, 
Annual Fall Conference, The Greenbrier 
Hotel, White Sulphur Springs, West Virginia 


November 9-10—Annual Mid-Continent Trust 
Conference, American Bankers Association, 
Statler Hotel, St. Louis, Missouri 


November 27-December 1—United States 
Savings and Loan League, Annual Conven- 
tion, Statler Hotel, Washington, D. C. 




















Important meetings ahead 


The United Nations will also be featured 
at one afternoon’s session, including such 
speakers as Clark M. Eichelberger, Direc- 
tor, American Association for the United 
Nations and Byron Price, Assistant Secre- 
tary General of the United Nations. 

The official presentation of the Jean 
Arnot Reid Award will take place at a 
luncheon on the third day of the conven- 
tion, according to Mrs. Bernice D. Parks, 
association president and assistant treas- 
urer of The Provident Institute for Sav- 
ings, Boston, Massachusetts. 

The greater part of the convention will 
be taken up in round-table or group dis- 
cussions by A. B. W. members on bank 
loans, personnel, public relations, and 
trusts and estates. 

Mortgage Bankers. What is expected 
to be its largest convention will be held by 
the Mortgage Bankers Association of 
America at Detroit’s Book Cadillac and 
Statler hotels, September 27 to 29. 

Among the many important features of 
the program will be a discussion of the 
credit restrictions recently imposed on 


housing. Taking part in the discussion 
will be the Washington officials administer- 
ing the restrictions. They include Ray- 
mond M. Foley, Housing and Home Fi- 
nance Agency Administrator, Franklin D. 
Richards, FHA Commissioner, and Thomas 
B. King, director, Veterans Loan Guarantee 
Service. 

Another feature of the convention will 
be its look at economic conditions. Among 
those covering this part of the program will 
be Leon H. Keyserling, chairman of the 
President’s Council of Economic Advisers. 
Also included in its look ahead will be 
Enos Curtin, from the ECA, speaking on 
the world viewpoint, James C. Downs, 
Real Estate Research Corporation, Chi- 
cago, on the real estate viewpoint, Charles 
T. Fisher, Jr., president, National Bank of 
Detroit, on the credit viewpoint, and 
Sherwin C. Badger, vice-president, New 
England Mutual Life Insurance Company, 
Boston, on the institutional investor’s 
viewpoint. 

Of equal importance to members will be 
a presentation of the internal operations 
of mortgage lending through a mortgage 
servicing center. More than thirty special- 


ists in accounting procedure, servicing 
methods and internal operations will 
speak. Commenting on this, Association 


President R. O. Deming, Jr., The Deming 
Investment Company, Oswego, Kansas, 
said, ‘““The volume of outstanding mort- 
gage loans has increased so substantially 
in the past five years that a very heavy 
burden of office work has been created.” 

Public housing will be discussed by 
Senator John Sparkman of Alabama and 
Rodney M. Lockwood, immediate past 
president of the National Association of 
Home Builders. 

National Savings and Loan. The Na- 
tional Savings and Loan League with 
headquarters in Washington, D. C., will 
hold its annual Fall Management Con- 
ference and Board of Governors meeting 
at the Waldorf-Astoria Hotel in New 
York City, October 15-18. This will be a 
policy meeting in round-table style, at 
which the current situation and the prob- 
lems ahead will be thoroughly surveyed. 


Approximately 300 savings and_ loan 
executives will attend. 
A. B. A. Trust Conferences. Of par- 


ticular interest to bank trust officers this 
fall will be the A. B. A. trust conferences. 

John W. Remington, president of the 
A. B. A. Trust Division and vice-president 
and trust officer of the Lincoln Rochester 
Trust Company, Rochester, New York, 
states that the Annual Western Regional 
Trust Conference will be held at the Bilt- 
more Hotel, Los Angeles, October 18-20, 
with the Southern California Trust Officers 
Association as host for the occasion. 
Eleven western states will be represented. 

In St. Louis, the 19th Annual Mid- 
Continent Trust Conference will be held 
at the Statler Hotel, St. Louis, Missouri, 
November 9 and 10. Hosts for the con- 
ference will be the Corporate Fiduciaries 
Association of St. Louis. 








Consumer Bankers. The 30th annual 
convention of the Consumers Bankers 
Association will be held at the Westchester 
Country Club in Rye, New York, October 
22-25. 

The first business session of the three- 
day working convention will include the 
annual presidential address by George M. 
Clark, association president and president 
of the Pioneer Bank, Chattanooga, Ten- 
nessee. Delegates will also hear an address 
of welcome from Arthur J. Morris, founder 
of Morris Plan, and a message on the 
American free enterprise system from 
Ralph Bradford, executive vice-president of 
the United States Chamber of Commerce. 


The first day’s sessions will be devoted 
to practical operating problems, with a 
discussion of the association’s Efficiency 
Audit Program and an annual report on 
the program to be made by W. Albert Hess, 
executive director of the association. Last 
year’s informal .evening “bull sessions,” 
with various groups discussing items of 
practical interest, will be revived this year 
and made a permanent part of the conven- 
tion program. 

The second day’s sessions will be devoted 
to problems relating to earning assets and 
the deposit structure, and to various phases 
of staff relations and personnel adminis- 
tration. The annual business program and 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 

and individuals—these will receive prompt attention and 

should be addressed to any of our branches or to: 
Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 


320-46 
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Direction NE 


When your business-vane points toward 
New England, you will find at this bank 
complete knowledge of markets and busi- 
ness conditions. The wide experience of 
this institution is especially valuable in 
handling difficult or unusual situations. 








Capita. $10,000,000 


«<Outstanding Strength” for 114 Years 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 


Surp.ius $20,000,000 
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summary of convention activities will 
conclude the sessions. 

NABAC. Plans are already well under 
way for the 26th annual convention of 
the National Association of Bank Auditors 
and Comptrollers in Kansas City, Missouri, 
October 23 to 26, and the program will be 
printed in full in the October issue of 
Burroughs Clearing House. Attendance is 
expected to exceed 1,000. 

Robert Morris Associates. An esti- 
mated 500 members of the Robert Morris 
Associates, national organization of bank 
credit men, are expected to attend the 
organization’s annual fall conference sched- 
uled from November 5 to 8 at The Green- 
brier, White Sulphur Springs, West Vir- 
ginia, according to Milton J. Drake, vice- 
president of The Detroit Bank, Detroit, 
Michigan, and association president. 

U. S. Savings and Loan League. With 
savings associations constituting a $15 
billion business, and with home lending at 
a higher level in 1950 than at any previous 
time, the annual convention of the United 
States Savings and Loan League promises 
to attract more than the usual number of 
delegates this year. An estimated 2,000 
persons are expected at the Statler and 
Mayflower Hotels, Washington, D. C., 
from November 27 to December 1. 

Because of the swift pace of events, 
many key spots in the convention program 
will not be filled until the eleventh hour, 
according to Henry A. Bubb, president, 
Capitol Federal Savings & Loan Associ- 
ation, Topeka, Kansas, and president of 
the League. However, program planners 
have already enlisted the services of 
Professor Sumner H. Schlichter, of Har- 
vard University, as one of the main 
speakers, realizing that whatever situation 
develops, his ideas on the economic aspects 
will be of definite interest to delegates. 
Professor Kenneth McFarland, Superin- 
tendent of Schools, Topeka, Kansas, and 
William K. Divers, chairman of the Home 
Loan Bank Board will also address the 
group. 

Subject matter on the convention pro- 
gram is expected to center around, first, 
the effect wartime controls will have on 
home building and, second, on legislation 
providing for lower cost of account insur- 
ance, liquidity reserves and stock purchases 
in the Home Loan Bank. 
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“Practical Public Relations 
in Banking”’ 


The Bankers Publishing Company has 
just released a new contribution to the 
subject of public relations, based on the 
research and experience of the author. 
The book, entitled “‘Practical Public Re- 
lations In Banking,” outlines a complete 
program for carrying out a consistent 
policy of sincere service to the community 
and of bringing this policy continuously to 
the favorable attention of the public. 

According to its author William T. 
Dunn, assistant cashier, Bank of America, 
N. T. & S. A., San Francisco, it is what 4 
bank is and does day-in and day-out thal 
determines its public relations, not whal 
it says. 

“Spasmodic and intermittent public 
relations efforts,” says the author, “are 
worse than useless for inevitably such 
efforts come to represent action and re 
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action. An intense period of good will- 
building only serves to emphasize the lack 
of this action when it ceases.” 

Hartwell F. Taylor, vice-president, Bank 
of Virginia, and immediate past national 
president of the American Institute of 
Banking, says of this book: 

“T have found it to be one of the finest 
expositions of public relations policy for 
banks I have ever seen.” 

The book, priced at $3.75, is available 
through The Bankers Publishing Company, 
465 Main Street, Cambridge, Massa- 
chusetts. 

+ . + 


Pre-packaging Turntable 


A Christmas tree turntable idea is 
responsible for the saving of two weeks of 
man hours each month at Peoples First 
National Bank & Trust Company, Pitts- 
burgh, according to James B. Davis, vice- 
president. A turntable is now being uti- 
lized for pre-packaging currency for use at 
the tellers’ windows. The idea was de- 
veloped by Mr. Davis while watching the 
bank’s Christmas tree revolve last winter. 

Under the new system, money is counted 
on the turntable by a team of five tellers 
during ‘slack hours. For example, if 
bundles of nine dollars are being packaged, 
one teller counts out four one dollar bills 





Device saves many man hours 


and drops them on the turntable. The 
table carries the pile around to the second 
teller who drops a five dollar bill on top. 
A third teller picks up the pile and quickly 
counts it. The fourth and fifth tellers in 
the circle pick up the checked piles and 
wrap them in properly marked bands. 

The old method required hours of labori- 
ous counting and checking by a teller 
sitting at a table. The new method calls 
for only three hours for a five-man team, 
during the slack hours between 8:30 and 
9 a.m. and between 4 and 4:30 p.m. Since 
this pre-packaging can be done so rapidly, 
it can be done very much closer to payroll 
days than is normally possible. As a re- 
sult, much less currency is held in inactive 
Storage, and bundling of large denomina- 
tions can be held to the last moment. 

The plan has been so successful that 
turntables now have been purchased for the 
ten largest Peoples First National: offices. 
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Commonuealth Cavalcade 


To-enable its employees to see the. ,re- 
Sulis of the bank’s modernization. program, 


September,,1950 
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make this foreign department 


— You hyppattment/ 


Direct representation in a dozen centers of world 
trade, plus the wide experience and complete facilities 
of a great financial institution .. . that’s what Bank of 
America’s International Department offers you and 
your customers. 

Foreign exchange, remittances, collections, letters 
of credit, Travelers Cheques . . . every banking service 
related to foreign trade and travel is yours to command. 

So make this Foreign Department yours... for 
information, write Bank of America, International 
Department, 300 Montgomery Street, San Francisco, 
or 660 South Spring Street, Los Angeles. 





Bank of America 


NATIONAL TRYST? ASSOCIATION 


Complete banking facilities in California. 
Branches in London, Manila, Yokohama, 
Tokyo, Kobe, Shanghai, and Bangkok. 
Representatives in Paris, Zurich, Milan. 
Correspondents throughout the world. 


Bank of America 
(International Service) 
40 Wall Street 
New York, N. Y. 
(AWHOLLY OWNED SUBSIDIARY) 








MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION e MEMBER FEDERAL RESERVE SYSTEM 


Sell and carry Bank of America Travelers 
Cheques. They're completely safe, 
and they‘re honored the world over. 
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Long-Established 
Comprehensive 
Coastwide 

Bank Service 


This eighty-five-year-old Bank operates 
long-established offices in a// three Pacific Coast 





CALIFORNIA states—a distinctive service that can be used 
San Francisco effectively whether your business is Coastwide 
eens Seon) or local, or both! 
OREGON 
Portland Our organization makes it possible for active 
WASHINGTON or reserve funds deposited at any one of our 
Seattle and Tacoma offices to be immediately available for use at four 





»rincipal Pacific Coast ports. 
] J I 


Moreover, as a customer of any one of our 





offices, you may receive the closely integrated 
information and service facilities from a// of 
our offices. 
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SAN 
FRANCISCO 


SAN FRANCISCO 
Head Office: 400 Catirornia Srreet 
Mission Branch: 160" & JuLian Avenve 


Member 
Federal Deposit 


Insurance Corporation 























THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 














Inspection tour of branches 
required eight busses for 37 
bank employee visitors 


the Commonwealth Bank of Detroit 
sponsored a cavalcade of eight city busses 
to make an inspection tour of eight of the 
bank’s 23 branches. The eight branches 
selected had been completely remodeled or 
newly erected. Three hundred and seventy 
Commonwealth Bank employees partici- 
pated in the trip. 

Interest was aroused in the proposed 
tour at a series of informal Saturday morn- 
ing breakfasts held by Howard P. Parshall, 
president of the bank, during the spring 
months. Accordingly, the bank arranged 
an itinerary, chartered the busses, ar- 
ranged for a police escort of three motor- 
cycles and for a luncheon stop at the 
bank’s newest branch. 

The manager and staff at each branch 
acted as hosts to their fellow employees and 
officers, conducting the group through a 
tour of inspection. 

According to Mr. Parshall, the cavalcade 
was a complete success, and many of the 
employees came to him personally in the 
days following the tour to thank him for 
the bank’s part in arranging the affair. 


° . 


Television Advertising 


In ever-increasing numbers, banks are 
being attracted to television as a means of 
selling services and for institutional pro- 
motion. 

As of this summer, approximately 40 of 
the 56 television markets have at least one 
bank represented on their programing 
schedule. In Fort Worth and Los Angeles 
there are as many as Six. 

A recent analysis of bank participation 
in television advertising by John H. Mit- 
chell, United Artists Television, New York 
City, reveals other statistics. In the 40 
markets mentioned, there are 82 individual 
bank advertisers, collectively sponsoring 
about 20 hours of programing per week. 
“Programing” should be interpreted liber- 
ally, for much of bank message presenta- 
tion via TV is in the form of spot announce- 
ments, news and weather reports. How- 
ever, over 25 per cent of the total number 
of bank ‘sponsors have enlarged their 1'V 
operations and now have anywhere from 
15 minute programs, such as sports reviews 
up to 90 minute presentations. 
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Diversification. Among the more enter- 
prising bank advertisers in this field is the 
National Shawmut Bank of Boston, with 
a weekly schedule of approximately seven 
hours of diversified programs weekly. This 
total embraces a variety of appeals in- 
cluding the Shawmut Home Theater, news 
weather and spot announcements. Na- 
tional Shawmut in its accompanying sales 
messages achieves an over-all coverage of 
its entire range of banking services each 
week through the television medium. 

In many instances, bank management 
uses an institutional approach, selecting a 
specific type of adult program to reach a 
predominately average family-type audi- 
ence. A good example of this is the Cam- 
den (New Jersey) Trust Company’s cam- 
paign where the show employed is “John 
Kieran’s Kaleidoscope,” an intelligent and 
interesting exploration of a variety of 
topics ranging from tropical fish to the 
atom. In the opinion of John H. Annis, 
executive vice-presideat of Camden Trust, 
“Outside of personal contacts, this program 
has been the bank’s best medium from the 
standpoint of institutional advertising.” 

“John Kieran’s Kaleidoscope” is also 
sponsored by the Bank of America in San 
Francisco and the Security Trust Com- 
pany in Rochester. 

Promoting small loans. Another bank 
merchandising objective is the small loan 
business. Since it generally is the man of 
the family who makes the ultimate deci- 
sion regarding such loans, good merchan- 
dising policy suggests a program with a 
mass appeal for men, such as sports. Spot 
announcements adjacent to sports tele- 
casts are helpful, but sponsor identification 
is often sacrificed. At the same time, 
sponsorship of local sporting events is 
either too expensive or has to be under- 
taken on a participation basis with other 
local advertisers. 

A solution to good sports coverage, with 
the bank still identified as the sponsor, has 
been achieved by the Erie County Savings 
Bank in Buffalo, New York, the Land Title 
Bank and Trust Company in Philadelphia 
and the Mercantile-Commerce Bank and 
Trust Company in St. Louis, with a well- 
produced 15 minute weekly sports news- 
reel called *“Top Views in Sports.” 

Another, and not least important, audi- 
ence is the children. It has been found that 
cullivating the child can be one of the 
more effective means of reaching the parent. 

The syndicated program. Good syndi- 
cated packages, which are excellent vehi- 
cles for this type of advertising, are avail- 
able. The Commerce National Bank of 
Toledo is currently embarked on just such 
a campaign with an educational art adven- 
ture series entitled ““Unk and Andy.” By 
offering the children an art adventure 
coloring book based on the characters in 
the program, the Commerce National Bank 
has increased new accounts and bank visits 
by youngsters and their parents to a 
gratifying degree. 

These are only a few indications of the 
many ways in which bank advertisers can 
take advantage of the television medium. 
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Denounces Gambling Law 


_ Powerful support has aligned itself pub- 
licly with the opponents of legalized 
gan bling by the entry of First National 
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| en years ago corporate surety 
bonds had not yet appeared on the scene. Each 
oflicer or employee furnished his own bond - - 
had a relative or friend pledge cash or real 
estate to protect the bank against his possible 
dishonesty. Like other methods of those days, 
this left much room for improvement. 


Today’s corporate surety bond (Bankers Blanket 
form), on which the ABA Insurance Com- 
mittee has collaborated, has been broadened 


through the years to keep pace with the needs 
of modern banking. 


When dishonesty strikes, today’s surety is no 
longer an individual — it is a corporation with 
reserves set up to meet the situation. 


Through our agents and brokers, we look for- 
ward to continuing to serve bankers, and offer 
our hearty congratulations on this, the Diamond 
Jubilee Anniversary of the ABA. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY ne 
NEW YORK CASUALTY COMPANY 1 
SURETY FIRE INSURANCE COMPANY 









100 Broadway, New York 5, N. Y. 


FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY [=a 
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Fromt row Pred EB. Petersen, cashier; 
Harvey ©. Kneser, vice president; 
Ralph M, Rosenheimer 

Harold Guenther, asmstant cashier. 
(Molly Koniar, auditor, is vacationing 
and could not be included in tne 
picture) 

Second row Marianne Lewm, Kath- 
rye Schuts, Jay Anderson, Mary 
Ann Kiefer and Marcella Hetzel 
Third row: Joyce Kern Ruth Creigh 
ton, Janet Player and Pat Bruce. 


Looking 
Back -- - 


there were 1! of us 
and 5305 customers 


FREE 24-HOUR DEPOSITORY SERVICE 
— NO KEY REQUIRED — 


AMPLE FREE 
PARKING 


Member Federal Deposit Insurance Corporation 





.....ON OUR 4th BIRTHDAY 





there are 14 of us - - - and beater 


6483 .. YOU 


CUSTOMERS and FRIENDS 


3. USEFULNESS TO THE 
COMMUNITY WE SERVE 


NORTH SHORE STATE BANK 


4015 NORTH OAKLAND AVENUE — AT CAPITOL DRIVE 
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tng force etch held is place wm the forefront of 
Progen: 


WHILE DEXTER HORTON ced tH Liter aww 
ciate, Arthur A. Denny, were devob.ping ther 
bank io Seattle, « muster of other tanks wes 





4 years ogo — Again it’s anniversary time at North Shore State Bank and we're celebrating 
y' 3 12 more months of rapid growth 
the us 
né on 
ss ome To you 6,483, customers and friends whose patronage and geod will are making 
- this growth possible we extend our sincsre thanks 
3 years ago : 
j p ; 
tnd ‘198 cus mers We pledge«dnew. to adhere to the principles upon which this bank was founded 
ans ee 
2 years ago — .1. SOUND BANKING for 2 = a . 
: the protection of depositors National Group teeught te the merger The Fire  Seattie Firwt National family nr the Spokane a 
10 of 
snd “aba cuntomners 2 COURTEOUS SERVICE BOARD OF DIRECTORS 
to every customer every day 
1 year ago— 
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Bellingham on the north to Vancoaver on the 
River, sud as far east ox Wenatchee 
and Yakima. constituting the bank's Western 
Washington coverage. 


te 













, hanks at Walla Walia and branches serving the 
fast growing area sround Grand Coulee Dam. the 
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Above, copy traces life story of the bank 
At left, bank pictures staff, cites growth 


1% INTEREST 
PAID ON SAVINGS 





Bank of Arizona into the fight. Over the 
signature of Hugh C. Gruwell, its president, 
the bank is publishing a series of news- 
paper advertisements vigorously champion- 
ing the fight against legalized gambling. 
Mr. Gruwell, in a recent statement, was 


emphatic in expressing the bank’s position. 

“All that is necessary,” he said, “‘is to 
look at the record in cities and states where 
gambling has been legalized. That record 
shows such communities have no stability, 
their economy is_ unpredictable, their 












HEAD OFFICE: 
London, England 





BANK OF LONDON & SOUTH AMERICA 


Sixty Branches in South and 


None Branches in England; 


Cighty-eeven Years in Latin America 


New York Agency: 34 Wall Street 


Limited 


Central America 


France, Portugal and Spain 
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Examples of effective anniversary advertisements 


progress is handcuffed to a slot machine 
and their governments are complacent.” 


¢ ¢ « 


Birthday Advertising 


To achieve recognition in a community 
that had been without a bank since 1930, 
posed quite a difficult problem for the North 
Shore State Bank, Shorewood, Wisconsin, 
a suburb of Milwaukee. 

Realizing that a good portion of its prog- 
ress stemmed from the friendly, courteous 
service of its employees, the bank built an 
advertisement celebrating its fourth anni- 
versary around a picture of the employees. 
The copy compares the present 6,483 cus- 
tomers and 14 employees with the number 
of customers and employees for the four 
previous years. 

The advertisement helps to confirm the 
fact that the North Shore State Bank is an 
established and rapidly-growing institu- 
tion. 


¢ 


Proud of its 50 banking offices scattered 
throughout the state of Washington, the 
Seattle-First National Bank, celebrating its 
80th anniversary this year, published a [ull 
page advertisement recently which dra- 
matically told the story of the history and 
growth of the bank. 

Illustrations in the advertisement include 
a map of Washington with flags pinpointing 
the location of the branches, as well! as 
pictures of the home office, and the Spokane 
and Seattle branches soon to be completed. 
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The founder, Dexter Horton, along with 
Lawrence M. Arnold, the present chairman 
of the board, and Thomas F. Sleed, presi- 
dent, are also pictured. The locations of the 
50 branch banks are listed at the bottom. 
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Bank: Design Highlights 


The 50,000 guests who thronged the new 
20-story home of The First National Bank 
and Trust Company in Tulsa, Oklahoma, 
on opening day did not have to force 
expressions of admiration for the new 
quarters. They found ample reasons for 
enthusiastic approval. 

One was the unique construction, utiliz- 
ing the most modern architectural devices. 
Thus two-thirds of the building is sup- 
ported by free-standing steel columns which 
carry the weight of upper floors and create 
an open arcade at the ground floor. Such 
construction permits maximum use of 
glass; the exterior offices are “all window.” 
These windows have built-in venetian 
blinds, and on the west side are equipped 
with “‘solex”’ glass to reduce heat intensity 
of the sun’s rays. Movable walls give 
maximum flexibility of office space. ‘Q” 
flooring permits the placing of electrical 
outlets at a desired point. The elevators 
are regulated by an “electric brain” to 
handle traffic surges. The “‘cold cathode” 
lighting can be adjusted to compensate for 
any variation in light entering through the 
large two-story windows of the main bank- 
ing room. The building is not only air 
conditioned but is zoned through auto- 
matic temperature control so that the 
system will follow the sun around the 
structure; thus it is possible to heat an 
office on the east side while cooling one on 
the west side. The escalator bringing cus- 
tomers from the shop-floor level to the 
second floor banking lobby is capable of 
moving 5,000 people an hour. 

And, beyond the noteworthy construc- 
tion details, there are many other features 
to evoke complimentary comment. One 
is the ultra-modern roll-top teller desks. 
Another, the garden terraces fronting on 
the fourth, fifth and sixth floors. Still 
another is the beautiful wood paneling, 
with Burma Teak in the luxurious direc- 
tors’ room, Bubinga Wood imported from 
South Africa lining President McClintock’s 
office, and limed oak gracing the north wall 
of the banking lobby. 

Certainly, the First National has ample 
reason to be proud of its new $6 million 
skyscraper home. 

+ 


Among the special features of the new 
Citizens National Bank & Trust Company, 
Piqua, Ohio, are an electrovator or electric 
dumb-waiter in the main banking room, 
used as a book lift between the main floor 
and the bookkeeping department on the 
second floor, and a private dial telephone 
system for the bank’s 14 telephones. Also, 
a lurge reinforced concrete and steel fire- 
resistant book vault is located just off the 
bank’s work room. 
ticularly striking from a decorative 
Standpoint is the green and brown leaf- 
pattern carpeting covering the floor of the 
bank lobby. The main banking room is 
Waliut-paneled throughout, and the low 
cou.iter is equipped with black marble and 
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We've been looking through our 
“family album” a custom we’ve fol- 
lowed on every one of our 100 
birthdays to date. And we were fasci- 
nated by the picture you see above. 
It’s the local ladies’ bicycle club 
assembled in front of a Connecticut 
Insurance agent’s office and about to 
start off on a “century.” Even in those 
days the ladies wore long skirts, chic 
hats, rode bicycles, looked coy, pensive, 
determined, or intellectual, and made 
The Connecticut Fire Insurance 
Company’s agency the rallying point 
for community activities. People still 
visit The Connecticut’s agencies when 
they want help and advice about their 
many problems - including the need 
for sound insurance protection - and 
they’ve been doing it for one hundred 
years. 


We'd be glad to give you the name 
and address of our nearest agent. 


hy 





FIRE INSURANCE COMPANY 
OF HARTFORD, CONN. 


| 6 5 0 ONE HUNDREDTH ANNIVERSARY | 9 5 0 


WRITING ALL FORMS OF PROPERTY DAMAGE INSURANCE WORLD- WIDE 
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Southern Commercial & Savings Bank, Pasadena, California 
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First National Bank & Trust Company, Albuquerque, New Mexico 





Bank Building & Equipment Corporation of America 








Security National Bank, Sioux City, Iowa 


Recent bank interiors show distinctive trends, special features 


glass deal plates at each teller’s position. 

Other features include a drive-in window 
at the rear, employee lounges, and an auto- 
matic air conditioning unit and humidifier. 


- 


Many modern features are incorporated 
in the North Fourth Street branch, First 
National Bank & Trust Company, Albu- 
querque, New Mexico. 

Drive-in tellers’ windows plus 10,000 
feet of paved off-the-street parking space 
are the major attractions. Magic-eye 
glass doors, opening and closing automati- 
cally, are a relief to package-laden cus- 
tomers. A customers’ lounge is located to 
the right of the entrance. 


16 


Interior features include a controlled air 
conditioning system adjustable to all 
weather, a high ceiling studded with 80 
fluorescent lighting boxes, and tall side 
windows flanked with floor-length drapery. 


7 


Customers, employees and the general 
public have been given special considera- 
tion at the new Southern Commercial & 
Savings Bank, Pasadena, California. 

For example, the saw-tooth design of the 
tellers’ cages affords the customer a cer- 
tain degree of privacy while transacting 
his business. One of the windows is desig- 
nated for large account customers, which 
helps to eliminate long waiting in line. 


An additional feature for customers is the 
ladies’ lounge with both desks and tele- 
phones, conveniently located immediately 
off the main entrance. 


Facilities for employees include private 


lockers and showers, plus a complete 
kitchen. Germicidal equipment has been 


installed in the air conditioning system. 
and treated air flowing through the system 
has helped to reduce greatly the colds and 
other respiratory infections of the em- 
ployees, according to President: Arthur 0. 
Garrett. Incidentally, the officers’ desks. 
shown above, were designed by Mr. Garrett 


Of considerable benefit to the general 
public is the bank’s second floor communils 
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ROBBERY OF THE FIRST NATIONAL BANK, — 
NORTHFIELD, MINN., SEPTEMBER 7, 1876 


Northfield looked easy as the eight bandits con- 
verged on it. Many a time before, their rough- 
riding, hard-shooting formula had _ terrorized 
bigger towns. It would work here, too. 

But the little frontier town proved hard to 
scare. Inside the bank, Bookkeeper J. L. Hey- 
wood was defiant. Though beaten, threatened 
and finally killed, he steadfastly refused to open the 
safe. 

Meanwhile the alarm had been sounded. Rifles 
opened fire from doorways and windows lining 
the street. Shotguns blasted. Even unarmed 
citizens grabbed stones and joined the fight. 

Through a hail of missiles, the bandits dashed for 
iheir horses. Two were killed — one horse was 
felled. Wounded, the six other men fought their 
way clear and raced for open country. 

Then began one of history’s most remarkable 
manhunts — a relentless, near military campaign 
with 1,000 far-flung pickets and posse-men. On 
horse and foot, through woods and swamps, the 
sx bandits fled, leaving a trail of blood, stolen 
horses, shots. | Two escaped into the Dakotas. 






THE YOUNGERS RIDE TO A FALL 


After two weeks, the remaining four were sur- 
rounded in a thicket near Madelia. One was 
killed. Three bullet-ridden Younger boys — Cole, 
Jim and Bob — surrendered, ending the last stand 
of the famed James-Younger gang. 


* * * 


Aroused, well-armed citizens proved the nemesis of the 
early frontier gangs. But bank robberies did not end. 
Clever criminals still find ways to overcome even today’s 
highly perfected protective and law enforcement methods. 

Only well-planned, adequate insurance can provide 
truly reliable protection against robbery and all the other 
hazards which threaten a bank’s security. The A:tna 
Plan of Risk and Insurance Analysts unerringly reveals 
the risks your bank may face . . provides thoroughly 
effective protection which 1s continually kept up to date. 
Ask your Astna Representative for details on this modern, 
tested system of protection for financial institutions. 


AErna Casualty AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance a4 bonding protection 
FIRE AND MARINE 
Automobile Insurance Company 
Standard Fire Insurance Company 


LIFE AND CASUALTY 
Etna Life Insurance Company 
Etna Casualty and Surety Company 


Hartford 15 Connecticut 











Drive-in, First National Bank, San Rafael, California 
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Parking branch, University National Bank, Seattle, Washington 


Some recent examples of motorized banking quarters and parking branches 


room which is being used by local civic and 
social organizations. 


+ 


The main entrance to the Security 
National Bank’s newly remodeled quarters 
in Sioux City, Iowa, is guarded by double, 
bullet-proof glass doors. Electrically oper- 
ated glass doors leading to the vault 
department are similarly equipped. 

In the main U-shaped banking lobby, 
the walls, woodwork, columns and desks 
are paneled in light walnut. Sloping tellers’ 
counters are trimmed in marble with a 
black marble base. 


A section of the basement is being used 
for the comfort of the employees. Facili- 
ties include locker rooms for both men and 
women, a women’s lounge, and a com- 
pletely-equipped recreation room. 


¢ « ¢ 


Hospital Bank 


A unique banking facility has been 
opened at the Veterans Hospital in Long 
Beach, California, by Security-First Na- 
tional Bank of Los Angeles. 

Designed for use by both ambulatory 


Hospital bank proves boon te ambulatory and wheel chair patients 
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and wheel chair patients, the unit has a 
specially-designed teller’s window at one 
side where the hospital’s many paraplegic 
patients may transact their banking busi- 
ness. from wheel chairs with perfect ease. 
One of the bank’s check desks is also of 
wheel chair height for the convenience of 
paraplegics. The unit is operated as a 
part of the bank’s main Long Beach 
Branch. 

Security-First National officials said the 
hospital facility is very popular with both 
patients and staff. They pointed out that 
since most patients have little or no 
opportunity to visit outside business areas 
to do their banking, the idea of bringing a 
bank to the hospital has been well received. 


4 ¢ Sd 


Motorized Banking 


Drive-in banks continue to play major 
roles in post-war bank construction. The 
following examples illustrate some of the 
newer features in motorized banking. 

The saw-tooth tellers’ counter, still some- 
what of a novelty in bank lobbies, now has 
appeared as a drive-in bank feature. The 
drive-in bank of Fidelity Trust Company, 
Indianapolis, Indiana, is of this unique 
design. A wide, double driveway. allows 
entrance to six staggered drive-in windows 
walled in translucent glass brick. The 
driveway is wide enough to accommodate 
cars passing at any time, even with the 
windows in use. 

The interior of the bank has six tellers’ 
windows, a manager’s office and more than 
1,000 safe deposit boxes. Night depository 
service is also available. A parking area in 
the rear is provided for customers coming 
directly into the bank for special business. 
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The drive-in offers all the services available 
at the main office. 
« 


Although it is not strictly a drive-in, the 
new one-story, modernistic bank building 
constructed by the University National 
Bank in Seattle, Washington, does help to 
solve that institution’s motor traffic prob- 
lem. 

Unable to expand on its main building site, 
University bank decided to build a “park- 
ing branch” diagonally across the street. 
A paved, 100-car parking lot adjacent to 
the new building saves bank customers the 
time and inconvenience of looking for a 
parking space before transacting their busi- 
ness. The branch is connected to the main 
office by an underground tunnel. 

New accounts have increased at a rapid 
pace since the new branch went into oper- 
ation, and an average of 1,000 cars a day 
reportly are parked in the lot. Rush 
traffic at the main office has been reduced 
considerably. 

* 


The popularity of the new drive-in 
branch of the First National Bank, San 
Rafael, California, is shown from the 
statement by President W. P. Murray that 
20 per cent of the commercial deposits 
were coming through the auto bank only 
two months after it opened. . 

The branch was installed at the rear of 
the main office, and is equipped with two 
drive-in windows and a parking lot under 
the control of the police department. Flat, 
shelve-like projections over each window 
protect the drive-in from the weather. 
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Banking and Agriculture 


The interdependence of banking and 
agriculture was stressed at the series of 
six meetings held throughout the State of 
Maryland under the sponsorship of the 
Maryland Bankers Association, the Uni- 
versity of Maryland, and the Federal Re- 
serve Bank of Richmond. 

Bankers rode on tractors, hayracks and 
wagons, and some traveled afoot to inspect 
a demonstration farm at each of the meet- 
ings. As part of their “tour” they heard 
agriculturists from the state university 
outline progressive farm practices, con- 
servationists from the U. S. soil conserva- 
tion service discuss constructive conserva- 
tion measures, and listened to technical 
specialists describe the services and facili- 
ties available to the modern farmer to 
assure efficient and profitable farm oper- 
ation. 

After an afternoon of. “learning by 
doing,” the bankers gathered together for 
a dinner-meeting where the practices and 
methods observed on the demonstration 
farm were further explored by members of 
the Reserve bank staff. 

Role of farm credit. Edward A. Wayne, 
Vice-president, Federal Reserve Bank of 
Richmond, who acted as co-ordinator of 
this phase of the sessions, presented a 
detailed financial picture of the observation 
farm, stressing the vital part bank credit 
plays in the farmer’s progress. The bank- 
Ing profession, Mr. Wayne pointed out, 
should be in the vanguard of those seeking 
to improve farm operation and production. 

The banker’s interest in agriculture, it 
was emphasized, should extend far beyond 
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AN OLD-TIMER 


IN CALIFORNIA 
18751950 


At age 75, Security-First National Bank 
is an old-timer in California—a state 
that this month observes its Centennial 
Admission Day. 


But age—in all things—is relative. 


At 75 and 100 years—respectively— 
Security- First National and California 
are both young, aggressive, growing. 


Today, keeping pace with the state, 
Security is an organization of 131 
Offices and Branches, extending from 
mid-California to the Mexican border, 
providing modern, complete banking 
service for industry and individuals— 
and correspondent service for banks 
in all sections of the United States and 
overseas. 


If a Pacific Coast correspondent con- 
nection would be useful to your bank, 


we would appreciate the opportunity 
to serve you. 


RESOURCES OVER 1% BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


Chester A. Rude 
Chairman Executive Committee 


James E. Shelton 
President 


L. W. Craig 
Vice-President 


C. T. Wienke 
Vice-President 


ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 


Member Federal Deposit Insurance Corporation 
Member Federal Reserve System 
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Demonstration farms show bankers results of co-operation 


conventional extension of credit. To fill 
an adequate role in the important field of 
agricyltural credit, the banker must have 
a thorough grasp of the intricacies and 
problems of farm operation. He must be 
in a position to offer intelligent advice to 
his farm customers on how to increase 
efficiency and productivity; where the 
farmer can obtain the technical information 
he needs to bring these objectives about; 
and why the utilization of modern, up-to- 
the-minute farming methods are of urgent 
importance to everybody concerned. 

Large attendance. More than a thou- 
sand persons took part in the meetings, 
including bank officers, directors, and per- 
sonnel; representatives of the district 
Federal Reserve Bank; staff members of 
the University of Maryland; county 
agents; masters of farm granges and farm 
bureau presidents; personnel of the FHA 
and soil conservation service; vocational- 
agricultural teachers from the state’s high 
schools; and other professional agricultural 
workers. 

Besides Mr. Wayne, speakers at the 
several sessions included the state bankers 
association’s president, Harvey E. Em- 
mart, vice-president of the Baltimore 
National Bank; Hubert P. Burdette, 
president of the First National Bank of 


Mount Airy, the chairman of the associ- 
ation’s agricultural committee; W. R. 
Milford, vice-president in charge of the 
Reserve bank’s Baltimore branch; Dr. T. B. 
Symons, dean and director, college of agri- 
culture, University of Maryland, and Dr. 
A. B. Hamilton, associate professor at the 
college. 


¢ 


Some of the most progressive methods 
of using forest lands were demonstrated 
recently before approximately 60 bankers 
and professional foresters on a forestry 
field day near Pensacola, Florida. The 
tour was sponsored by the West Florida 
division of the Florida Bankers Associ- 
ation to elicit the interest and co-operation 
of Florida bankers in reforestation. 

The trip carried the men into tracts of 
pine trees in two counties in western 
Florida, illustrating various stages of 
growth. Among the places visited were a 
4-H Club plot devoted to a timber-grazing- 
game project, a one-acre plantation which 
was called an example of the best practice 
in selective cutting, and a nursery where 
10 million pine seedlings have been pro- 
duced the past two years. The group also 
saw a demonstration of forest fire fighting. 

The tour ended with a barbecue luncheon 





and informal talks by some of the forestry- 
minded bankers. 
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Auto Insurance Plan 


In order to reduce the cost of insurance 
detail to a minimum, the First National 
Bank of Buffalo, New York, has adopted 
a master policy plan for all its direct auto 
loans except in those instances where the 
borrower wishes to arrange his own cover- 


age. Maurice J. Brick, assistant vice- 
president, here describes the system’s 
features. 


The master policy arrangement reduces 
the need for checking various policy forms, 
expiration dates, ratings of companies, and 
loss payable clauses. Under the plan the 
bank’s copy of the insurance certificate is 
prepared along with the billing of the 
individual account, becoming a part of the 
loan file, and is in proper form for referral 
or subsequent bank examination. 

An automatic protection provision in 
the master policy makes the insurance 
binding immediately upon approval of the 
auto loan. “This provides assurance that 
when the borrower receives the loan pro- 
ceeds, his car and the bank’s collateral 
have adequate and proper coverage even 
before it is possible to. have the policy 
typed,” explains Mr. Brick. 

Other packaged benefits include: an 
Errors and Omission Endorsement at no 
extra cost; a provision which protects the 
bank’s interest in the event of a policy 
violation by the borrower; and simplified 
rate charts which enable the bank inter- 
viewer readily to compute the insurance 
premium to be financed in the unpaid 
balance on the car. 

*“As the major portion of our auto loan 
business comes under the master policy, 
we deal primarily with one company and 
one loss adjustor in the settlement of 
claims,” Mr. Brick adds. ‘‘An experienced 
local insurance agent acts as our liaison 
between the bank and the insurance com- 
pany (Chubb and Son, Underwriters, of 
New York City) in issuing any necessary 
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endorsements, clearing claims and counter- 
signing certificates.” 

Because of the wholesale nature of the 
business thus obtained, the agent is com- 
pensated with a lower but adequate rate of 
commission. “As a result,” says Mr. 
Brick, “‘we have been able to arrange a 
worthwhile saving in the insurance pre- 
mium charged auto loan customers. This 
has been a helpful merchandising factor in 
our car financing program.” 
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Streamlining Pays Off 


New equipment and a general stream- 
lining of operations have done much to- 
ward solving rising production costs and 
lack of space for the First National Bank 
of Minneapolis. 

Since the First National handles some 
30,000 items daily, with only 3,000 square 
feet of space available, the problem was by 
no means simple. The answer lay in 
replacing old machines with newer, faster 
and more efficient equipment, which could 
handle a larger volume of work without 
requiring extra floor space. 

The installations include new _ book- 
keeping machines, all-steel ledger desks 
which afford more than adequate table top 
working area as well as insulated fireproof 
storage for ledgers, statements and other 
materials, and check-sorting units to speed 
up that phase of the bookkeeping operation. 

The First National has found that the 
new equipment not only is paying off in 
dollars and cents, but that the bookkeeping 
department presently is handling nearly 
15 per cent more work than it did a year 
ago, with no increase in personnel, and an 
actual saving in space. All the machines 
are now grouped together, and a narrow 
catwalk balcony which formerly had to be 
used for some of the bookkeeping is now 
used exclusively for check files. 
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Public Relations Package 


Outline of a complete nine-point public 
relations program, built around material 
available through the American Bankers 
Association, has been sent to members of 
the Florida Bankers Association by its 
public relations committee headed by 
J. A. Ansley, cashier, The Lee County 
Bank, Fort Myers. 

The committee stressed the importance 


= 
= 





Modernization increases bookkeeping prduction 


of advertising at least once a week. It 
explained how the A. B. A. advertising 
department will furnish, at reasonable cost, 
a mat service for newspaper advertising, 
radio announcements, direct mail pieces 
and lobby displays. 

In addition, the mailing to members 
included a promotional package with 
samples of newspaper advertising cam- 
paigns now being used by more than 
1,000 banks, along with an_ illustrated 
folder telling of the ‘“‘proofs-in-advance 
plan,’ and a descriptive folder on the 
A. B. A. series of public relations booklets. 


+ Sd 7 


Operational Film 


A sound film depicting operations car- 
ried on for the benefit of banks and the 
public in the Fourth Federal Reserve Dis- 
trict has recently been completed by the 
Federal Reserve Bank of Cleveland, and 
is available for free showings to interested 
groups. 

Entitled “A Day at Federal Reserve 
Bank of Cleveland,” the picture has no 
plot. Continuity is attained by showing 
the normal sequence of bank operations 
with appropriate narration and musical 
background. 

Arrangements for obtaining the film can 
be made by writing the bank at its main 


Public relations program developed for Florida banks 
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office in Cleveland, or at its branches in 
Cincinnati and Pittsburgh. 
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Historie Building Closed 


After a run of nearly half a century, the 
heavy oak door of the Philadelphia Clear- 
ing House Association has closed for the 
last time. 

Operations have been transferred to the 
Federal Reserve Bank of Philadelphia, 
where the modern white-walled offices with 
low steel desks represent a drastic change 
in environment. The ancient Clearing 
House building still retains much of the 
atmosphere of 50 years ago. The elevated 
platform and the four 150-foot mahogany 
high-top desks with their green glass lamps 
and brass name plates still remain, along 
with apertures or peepholes used by 
watchmen more than 30 years ago, before 
the use of gold in settlements was aban- 
doned in 1917. 
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Newsworthy Briefs 


Boston, Massachusetts, recently hosted 
51 of the nation’s leading industrialists at 
an informal round-table discussion on the 
“state of the nation,” in observing its 
annual jubilee festival. 

Entering wholeheartedly into the jubilee 
spirit, the ten commercial banks of Boston 
erected a replica of famed Bunker Hill 
Monument in the historic Boston Common. 
The replica bore the label “A Monument 
Of Strength In The City Of Boston” and 
proudly told the story of the little known 
contributions made by Boston’s ten com- 
mercial banking institutions to the eco- 
nomic and cultural well-being of the citizens 
of Boston. 

» 


When the East Atlanta Bank, Atlanta, 
Georgia, moved into its new modern bank- 
ing home in November, 1948, quarters were 
carefully planned to provide for future ex- 
pansion in line with the rapid industrial 
growth in Atlanta. Located in outlying 
Atlanta, the suburban East Atlanta Bank 
celebrated its fortieth anniversary this year. 
Total resources, according to President 
Malcolm A. Thompson, stand at $5 million. 
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OUR OFFICES 


cover New York... 


OUR SERVICES 


cover the Country! 


Wherever your bank may be situated, the wide range of our 
banking facilities here in New York enables us to serve you 
more fully and more satisfactorily. Call upon us when you 


have a banking problem involving New York. 


Manufacturers Trust Company maintains 80 banking offices 
in Greater New York. Our head office is shown on the map 
opposite . . . as are our branch offices, each offering complete 
banking facilities. 

This widespread organization is fitted not only to meet New 
York’s own diverse banking needs, but also to render excep- 


tional service to banks in all parts of the country. 


Manufacturers Trust Company 


HEAD OFFICE—55 BROAD STREET, NEW YORK 15, N. Y. 





80 Banking Offices in Greater New York 
European Representative Office: 1, Cornhill, London, E. C. 3 
Far Eastern Representative Office: Naka 7 Building, 3—chome, Marunouchi, Tokyo 


Member Federal Reserve System « Member Federal Deposit Insurance Corporation e Member New York Clearing House Association 
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New York City, foremost financial and entertainment center, is excellent convention locale 


KEYNOTES: WAR PROBLEMS, DIAMOND ANNIVERSARY 
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Much of the program will be devoted to 
banking‘s role in the mobilized economy 


By 
THE EDITORS 


HE Diamond Anniversary Con- 
vention of the American Bankers 
Association has suddenly become 
much more than an anniversary cele- 
bration. While there will certainly be 
some proud references to a 
distinguished history and a 
warm welcome and hospitality 
program by New York City 
banks when the meetings con- 
vene, September 24-27, the 
major theme will be the role of 
banking in a war economy. 
Something of a preview of 
the tone of the convention was 
undoubtedly given by Presi- 
dent Raymond Peterson in an 
August 10th address at the 
West Virginia Bankers Associ- 
ation convention. “Korea,” 
siid Mr. Peterson, who is 
chairman of the board, First 
National Bank and _ Trust 


September, 1950 


Company of Paterson, Paterson, New 
Jersey, ““appears more to be the open- 
ing phase of a war between nations, 
world-wide in scope, than an interna- 
tional police action. It can require 
of banking the same full war support 
that the banks provided throughout 
World War II. We must be ready to 
provide that same support,” he added, 
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Culver Service 


‘“‘and even more if it is needed.”’ 

The convention headquarters will be 
at The Waldorf-Astoria Hotel, and 
most of the activities will be centered 
there. This will be true of the general 
convention sessions and of the meet- 
ings of the State Bank Division and 
the National Bank Division. The Sav- 
ings and Mortgage Division and the 
Trust Division will meet at 
other hotels. 

General Convention Sessions. 
Though the program for these 
sessions has not been com- 
pleted as this is written, it is 
noteworthy that two past 
presidents of the association, 
both of whom are now leaders 
in the affairs of government, 
will be on the program. It 
is obvious that their addresses 
will be devoted to banking 
service in the defense and war 
program. 

Appearing on the program 
also will be John W. Snyder, 
Secretary of the Treasury. 
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Speakers plan talks related to the problems ahead 


At the first general session, Tuesday, 
September 26, in the Grand Ballroom 
at the Waldorf, the first speaker will be 
Mr. Peterson, who will deliver the ad- 
’ dress of the president. He will be fol- 
lowed by A. L. M. Wiggins, former as- 
sociation president, chairman of the 
board of the Bank of Hartsville, Harts- 
ville, South Carolina, and chairman of 
the board of The Atlantic Coast Line 
Railroad, who is currently serving as 
Assistant to the Secretary of the 
Treasury in Washington. 

The first speaker at the second 
general session, Wednesday, Septem- 
ber 27, will be Robert M. Hanes, 
former association president and presi- 
dent, Wachovia Bank and Trust Com- 
pany, Winston-Salem, North Carolina, 
who is now serving the government as 
Director of Economic Affairs for Ger- 
many. He will be followed on the 
program by Dr. Marcus Nadler, pro- 
fessor of finance at New York Uni- 
versity, who will discuss banking prob- 
lems in the light of war. The election 
of association officers will also take 
place at the closing session on Wednes- 
day. 

Savings and Mortgage Division. A 
full, one-day session of the Savings 
and Mortgage Division will be held on 
Monday, September 25 at the Hotel 
Statler, with mortgages and other in- 
vestments marked for special atten- 
tion. There will be speakers in the 
morning and in the afternoon. 

President Rowland R. McElvare, 
senior executive vice-president, Bank 
for Savings, New York City, will 
open the meeting with the address of 
the president. 
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Speakers at the afternoon session 
will be Dr. Jules I. Bogen, Professor of 
Finance, New York University, New 
York City and Governor M. S. Szym- 
ezak, member of the Board of Gover- 
nors of the Federal Reserve System, 
Washington. 

State Bank Division. The State 
Bank Division will hold its annual 
meeting at the Waldorf on Monday 
morning, September 25. 

The two speakers at the State Bank 
Division session will be the president 
of the division, Claude E. Bennett, 
who is president of Tioga County 
Savings and Trust Company, Wells- 





boro, Pennsylvania, and George H. 
Shay, staff manager of the government 
department of the Johns-Manville 
Corporation, New York City. 

National Bank Division. The Na- 
tional Bank Division will hold its 
annual meeting in the Grand Ballroom 
at the Waldorf Monday afternoon, 
September 24. 

The first address of the session will 
be by the division president, William 
B. Gladney, president of Fidelity 
National Bank, Baton Rouge, Louisi- 
ana. This will be followed by re- 
marks by Comptroller of the Currency 
Preston Delano and an address by 
Deputy Comptroller of the Currency 
J. L. Robertson. The’ concluding 
address of the meeting will be by 
M. J. Rathbone, director, Standard 
Oil Company of New Jersey. 

Trust Division. The Trust Division 
will also have its session Monday 
afternoon, September 25, but this 
meeting will be held at the Belmont 
Plaza Hotel. 

First on the trust program will be 
Aurie I. Johnson, chairman of the 
trust division of the New York State 
Bankers Association and _ vice-presi- 
dent of the First Trust and Deposit 
Company, Syracuse, New York. Mr. 
Johnson will extend greetings from the 
New York group. Next, trust men 
will hear their president, John W. 
Remington, vice-president and trust 
officer of the Lincoln Rochester Trust 
Company, Rochester, New York. 
President Remington will be followed 
by Carl W. Fenninger, retired vice- 
president of the Provident Trust Com- 
pany, Philadelphia, and a recent past 
president of the division. 

Agricultural Breakfast. A feature 
of special interest to country bankers, 
the annual Agricultural Breakfast will 
be held Tuesday morning, September 


Convention highlights A. B. A.’s 75-year record of accomplishment 


CHARLES B. HALL, of Massachusetts, 
the first A. B. A. president 

















RAYMOND PETERSON, current president 
of the association 
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Wives are likely to stray to Fifth Avenue, famed shopping thoroughfare 


There will be opportunity for bank visits, and recreation to suit every taste 


26, in the Century Room of the Hotel 
Commodore. 

New York Welcome. An _ official 
welcome to the friends of New York 
City bankers and to all those attending 
the convention has been issued by 
George Whitney as president of the 
New York Clearing House and General 
Convention Chairman. Mr. Whitney 
is president of J. P. Morgan & Co., 
Incorporated. 

Besides, the New York Clearing 
House banks have been working on a 
hospitality program of entertainment 
and New York City tours for the 
periods when the convention will not 


be in session. This has been under the 
direction of Percy J. Ebbott, president, 
The Chase National Bank of the City 
of New York, as chairman of the 
Executive Committee of the conven- 
tion. 

There will be a reception Sunday 
afternoon, September 24, from 4 to 7 
p.m. in the Grand Ballroom of the 
Waldorf. For Sunday evening, there 
will be a symphony concert at Carnegie 
Hall with Leopold Stokowski con- 
ducting. 

On Monday, there will be a women’s 
luncheon and fashion show in the 
Grand Ballroom and West Ballroom 


New York City banks plan outstanding hospitality program 


PERCY J. EBBOTT, convention’s 
Executive Committee chairman 








September, 1950 





GEORGE WHITNEY, chairman, General 
Convention Committee 











of Hotel Commodore. On Monday 
evening, a “Night of Stars,’’ produced 
and directed by Richard Rodgers of 
South Pacific fame, will be given at the 
Metropolitan Opera House. 

A wide choice of New York City 
tours will be available Tuesday and 
Wednesday afternoons. These will 
include a Manhattan motor tour, a 
boat tour of New York Harbor, tour 
of a trans-Atlantic liner, Jones Beach 
tour, United Nations tour, and trips 
to the Metropolitan Museum of Art, 
Empire State Building, Hayden Plane- 
tarium and Rockefeller Center. 

A Grand Ball is planned for Tuesday 
night at the Waldorf. It will be held 
in the Grand Ballroom Suite. Paul 
Whiteman will be master of cere- 
monies and the music will be by two 
of his orchestras. There will also be 
entertainment and refreshments. Black 
ties are requested for the men. 

And, for good measure, tickets may 
be had for baseball games and tele- 
vision shows. 

Diamond Anniversary. The holding 
of the 1950 convention in New York 
City this year adds a further note of 
interest. It places the Diamond 
Anniversary meeting in New York 
State as was the association’s first 
meeting at Saratoga Springs in 1875, 
when delegates stayed in the Grand 
Union Hotel, which is still in use, and 
convened at the Town Hall. 

Economic uncertainty, as it exists 
today, was likewise a feature of the 
first meeting. The American Bankers 
Association was born in turbulent 
times marked by great financial dis- 
See THE A. B. A. CONVENTION—Page 66 
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A new and faster plan that has attracted 


inquiries from all parts of the country 


Speeding Service 
at SAVINGS WINDOWS 


FEW months ago our association 

began using a new kind of savings 

book and also adopted the prac- 
tice of mailing savings account state- 
ments to members. What this repre- 
sented, in effect, was a completely new 
system of savings and loan accounting, 
though actually the new features were 
developments in a program on which 
we have been working since 1939. 

Throughout the entire period, from 
1939 to 1950, we have had two major 
objectives for this program, both 
_ardently supported by President Col- 
well Beatty and Vice-president J. K. 
Blackman, Jr. The first of these 
objectives has been fast, efficient 
window service for our customers in 
Hinsdale. The second has been effec- 
tive accounting control. In order to 
reach these objectives, we have been 
convinced, both from experience and 
observation, that it is necessary to 
maintain the separation of the teller 
function and the bookkeeping func- 
tion. Each of the steps we have 
taken, as the volume of our business 
has increased, has been based on that 
conviction. 

Since the operation of our new plan 
begins with our tellers, it may be a 
good idea to give the reader the figures 
on the volume of their work. Our 
association serves a total of 7,100 
members. We are currently handling 
a monthly volume of 3,900 savings 
transactions, 1,700 loan transactions 
and 1,450 miscellaneous transactions 
consisting of checks cashed, money 
orders and travelers checks issued and 
United States Savings Bonds issued 
and redeemed. All of these transactions 
are handled by two tellers, though the 
actual issuing of money orders and 
travelers checks is handled by a check 
writer. 

The new savings book, which we 
take pains to distinguish from a sav- 
ings passbook, is the key to the teller 
operation. It is illustrated at the top 
of page 29. A copy of this is especially 
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Two 


By RAYMOND DYSART 


Controller, Hinsdale Federal Savings and Loan Association 
Hinsdale, Illinois 




















MR. DYSART J. K. BLACKMAN, Vice-President 
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tellers handle savings, other duties, for 7,100 members 
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USE OTHER SIDE FOR WITHDRAWAL 


SAVINGS WITHDRAWAL 
AMOUNT dtd evans 


SAVINGS ADDED 
George W. Saver or Mary M. Saver 
8 East Hinsdale Avenue 

Hinsdale, Illinois 


TO ACCOUNT OF 


Hinsdalé Federal Savings and Loan Association 
HINSDALE «+ ILLINOIS 
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New type savings book, with imprinted data, is a key factor in the plan 



































prepared for each individual savings 
member and supplies him with the 
essential forms for window transac- 
tions. 

First, let us examine the “savings 
added” forms. It will be noted that 
these are imprinted, by addressing 
machine, with the customer’s name, 
address and account number before 
being turned over to him. This serves 
as a deposit ticket for the association 
at the same time that it provides the 
member with a form that can be made 
out easily and quickly, by simply fill- 
ing in the date and the amount to be 
added to his account. The imprinting 
of the name and the use of the account 
number are important factors in both 
the teller operation and the bookkeep- 
ing operation that follows. 

A “savings withdrawal’ form is 
printed on the reverse side of the 
“savings added” form. By using the 
reverse side in this way, we are able to 
retain the advantage of having the 
imprinted name and account number 
on the withdrawal form. 

The third feature of the new savings 
book is the member’s record. This is 
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supplied as a separate pad that fits 
f. into the savings book folder and pro- 
Hinsdale Federal Savings and Loan Association vides spaces for window transaction 
dates, amounts of additions or with- 
snail iaeaiuaiad HINSDALE- ILLINOIS drawals, transaction memorandums 
and the account balance. With this 
record, the member can keep the 
DATE ACCOUNT ANQUBT a —— figures on his account up to date at all 
times, whether he handles the transac- 
JUL31'50 6,300 2500- 2500 tions by mail or in person at the 
teller’s counter. 
Besides the advantages to the mem- 
| ber in the use of the new savings book, 
there are advantages to the associ- 
ation. First, the member comes to 
Savings receipt issued under the mechanized teller operation See SPEEDING WINDOW SERVICE—Page 70 
Specially developed forms for teller and bookkeeping functions hich are handied separately, 
Ledger and statement are posted in same operation, the following day. Mailing of statements provides audit verification 
SL eens ———— 
Se eenees enchant — —— DATE BALANCE mee DEBITS CREDITS DATE BALANCE 
REFERENCE EARNINGS | WITHORAWALS ADDITIONS PROOF *& WITHDRAWALS ADDITIONS 
1,250.00+ 6,300 25.00+| JUL 31°50 1,275.00¢ 25.00# 25.00 | JUL 31°50 1,275.00 
1,275.00+| 6,300 10.00- . | we 3150 1,265.006¢ 10.00# 10.00 JUL 31'50 1,265.00 
Y ™“ 
STATEMENT 
: OF YOUR SAVINGS ACCOUNT 
“a WITH 
SHEET NO. ACCOUNT NO. Z . 
Hinsdale Federal Savings and Loan Association 
NAME George W. Saver or Mary M. Saver HINSDALE > ILLINOIS 
8 East Hinsdale Avenue . 
Hinsdale, Illinois SA-6300 George W. Saver or Mary M. Saver 
6 East Hinsdale Avenue 
Hinsdale, Tllinois SA-6300 
REFERENCE | EARNINGS WITHDRAWALS ADDITIONS DATE BALANCE EARNINGS on WITHORAWALS: | ADDITIONS | DATE eS ukee dae 
1,250.00+| JUN 30°50 1,250.00¢ JUN_ 30°50 1,250,006 
eaael 25.00+ | JUL 31°50 1,275.00 2500 | JUL 31'50 1,275.00 
6,300 10.00- JUL 31'50 1,265.00¢ 10.00 “Ju. 31'50 1,265.00¢ 
Please compare this Statement with your Records and report any exception to our Auditing Deparunent 








Why they are gaining in deposits, 
in contrast to the national 


trend of net dissaving 





britains Expanding 
TRUSTER SAVINGS BANKS 


By 
FRANK PLACHY 


London Correspondent 


REMARKABLE change has been 
taking place in the national sav- 
ings picture in Great Britain. It 

reflects the deep social and economic 
alterations which have been evolving 
in the national economy ever since 
1939. Taxation and the heavy cost of 
maintaining Britain’s social services 
- have practically eliminated the middle 
classes as savers, formerly the main 
source of the nation’s capital fund with 
which to finance industrial develop- 
ment and expand the nation’s business. 

During the war a highly organized 
and most successful national savings 
movement was maintained. This con- 
sisted of four main avenues of saving, 
designed to draw off the inflationary 
pressure which followed high wages 
chasing a wholly inadequate supply of 
goods. These were Savings certificates, 
3 and 2% per cent Defense bonds, 


which were attractive because they 
could be cashed at par on six months’ 
notice, the Post Office Savings Bank 
and the trustee savings banks. 

How successful this campaign was 
may be gathered from the fact that at 
the end of 1949 their combined savings 
were £6,125,000,000, made up approxi- 
mately of £2,145,000,000 in Savings 
certificates; £1,962,000,000 in the Post 
Office Savings Bank; £1,147,200,000 in 
securities on the Post Office register 
for small investors (of which £85,000,- 
000 is held for trustee savings bank 
depositors), and £870,000,000 cash 
deposits in the trustee savings banks. 
This works out at an average of £122 
for every man, woman and child in the 
country. 

Now this picture is changing radi- 
cally. In the first 51 weeks of the 
current period for which figures are 
available there was a net dissaving 
of £66,000,000 from these combined 
sources. Total savings were £764,000,-- 
000, withdrawals £830,000,000. 

In this dismal picture there is one 


Steps are being taken to increase services to the public 


Executive committee of the Trustee Savings Banks Association 











THE OLDEST . . . Hawick Sav- 


ings Bank, Scotland, estab- 
lished in 1815, has longest 
continuous history 


bright spot, and that is provided by the 
trustee savings banks, which go from 
strength to strength, and which, using 
old-fashioned banking courtesy and an 
enthusiasm for thrift, are attracting 
depositors by the thousands. The 
financial year for these banks ends on 
November 20 and on that date in 1949 
their total funds came to £960,625,000. 
There are 85 such banks in the United 
Kingdom, with 1,065 offices, 80 new 
offices having been opened last year. 
During the year there was an increase 
of 372,391 accounts, bringing the total 
to 6,787,726. 


F any single reason had to be 

assigned for the great success of the 
trustee savings banks it would unques- 
tionably be summed up in the two 
words “personal service.”” There is 
none of the impersonal atmosphere of 
the Post Office Savings Bank, where 
the service is intermixed with postal 
business, the payment of pensions, 
sales of radio licenses and other busi- 
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THE NEW ... Trim simplicity features the Wythenshaws Branch, 
Manchester and Salford Trustee Savings Bank 


ness. The trustee savings banks make 
every attempt to build up friendly and 
confidential relations with their cus- 
tomers. Local tradition is strong 
everywhere in Britain, and the banks 
are run by local (unpaid) trustees who 
are men of standing in the community, 
and by managers and clerks who are 
genuinely interested in the problems 
of every depositor. The banks are 
non-profit making and the energy that 
might be expected to be spent in other 
directions goes into making the cus- 
tomer feel that he is part of the institu- 
tion. 

Deposits are received up to £2,000 
subject to an annual limit of £500, 
although there is a Special Investment 
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Department for larger amounts and 
large holdings of securities are kept for 
customers. Compound interest at 
21% per cent is paid. As with the Post 
Office banks, £3 may be withdrawn on 
demand at any branch and, in theory, 
£50 may be withdrawn at the deposi- 
tor’s own bank, but in practice the 
larger banks will pay out as much as 
£500 on demand. The Post Office 
banks have a rule that a depositor’s 
passbook must be sent to the head 
office for inspection after every seventh 
transaction. This is not the case with 
accounts in the trustee banks. 

In view of the fact that the rich now 
have their incomes taken from them 
by taxation in Britain, and that the 





high cost of living makes saving by the 
middle classes a virtual: impossibility, 
it is interesting to trace the source of 
the continually expanding deposits of 
the trustee banks. They come mainly 
from the’ factory districts of Scotland, 
the North of England and the Mid- 
lands, where the wages of mechanics, 
artisans, miners, etc., are two or three 
times what they were before the war, 
and, under the full (or as some think, 
the overfull) employment which still 
prevails seem destined to continue for 
some time. Of late the trustee banks 
in the rural and southern districts are 
playing an increasingly important part. 


ERE a psychological factor appears. 
In Britain a family tends to remain 
in the social milieu in which it is born. 
Only a very exceptional family will 
aspire to reach a different social level, 
as would be the case in the United 
States or Canada, and most of these 
prosperous workers go on eating the 
same kind of food, only more of it, 
wearing the same sort of clothes, and 
living the same lives as they did before. 
In other words, there is no “‘keeping up 
with the Jones’s,’’ because there is un- 
likely to be any Jones family around. 
In a situation like this, and having 
a grim memory of the time when he 
either had no job at all or one much less 
well paid than his present one, many 
British workers do the common sense 
thing and put their surplus earnings in 
the bank. It is the ability of the 
trustee savings bank organization to 
reach this sort of depositor which has 
built up their present strong position. 
The trustee banks have done much 
to make saving painless to this class of 
customer. Branches have been estab- 
See BRITAIN’S SAVINGS BANKS—Page 74 


31 








How about a business-building drive this fall, 


with a gridiron theme? Here’s a play-by- 
play description of how it’s done 





By BURT R. SHURLY, Jr. 


Vice-President, Industrial National Bank-Detroit, Detroit 26, Michigan 


BOUT this time of year, thoughts 
naturally turn to the sport of 
football, and the forthcoming 

mayhem on the gridiron. The fall 
months are also the season when, if 
ever, bank management is likely to be 
thinking in terms of new business con- 
tests for employees. 

Last year at this date, a number of 
us at the Industrial National Bank- 
Detroit were deeply immersed in plans 
for merging both of these seasonal 
interests. 

From banks and financial associ- 
ations we had gathered a wealth of 
ideas and promotional material used 
successfully in other campaigns. From 
this we evolved a three months’ sales 
drive for the staff, to bring in new 


accounts, with merchandise prizes as 
the incentive. The contest was en- 
tirely wrapped around a football theme 
or motif. Appropriately labeled “*4 to 
GO,” it set up a goal of $4,000,000 en- 
tailing 9,200 new accounts covering 
four classifications: regular checking, 
popular checking, savings, and certifi- 
cates of deposit accounts. 

Just as we received a lot of tangible 
help from other banks in the prelimi- 
nary planning, so are we glad to pass 
along the benefits of our experience 
for the assistance of any financial 
institutions who may want to consider 
staging similar “gridiron classics’ this 
fall. 

The occasion for our kickoff an- 
nouncement was the annual banquet 
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Gridiron measured team progress 


The three-month campaign got off to a good start with this kickoff announcement . ..@'4era 


Bank executives threw miniature footballs at annual banquet to start contest 














Campaign extra distributed 
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Merchandise catalog listed attractive prizes 
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BIG CONTEST STARTS TONIGHT! 





The Campaign name “¢ TO 
GO” means that we are striv- 
ing to obtain $4,000,000 of new | 
deposits durimg the months 
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Campaign newspaper explained contest rules 


Industrial National’s drive was planned to equalize competition, spread prizes, avoid overtime 


for all officers and employees, held last 
October 1. In line with the football 
theme, each of the directors tossed a 
small pigskin into the assemblage, to 
signal the start of the contest. A four- 
page campaign newspaper was dis- 
tributed, setting forth the rules and 
other details. 








It explained that the bank’s per- 
sonnel was being divided into teams in 
five different football conferences. The 
Western Conference was composed of 
personnel who were primarily contact 
employees, such as tellers. The South- 
eastern Conference was composed of 
teams of branches exclusively. The 


siderably éxceeded. the $4,000,000 quota in new accounts 


Author (standing) watched as Director Shurly drew a prize-winning name 
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Pacific Coast Conference, the Southern 
Conference, and the Mountain and 
Border Conference consisted of teams 
whose personnel had no contact with 
customers. This served to equalize 
the competition for team prizes within 
the conferences. At all the branches 
and in the lunch rooms of the two main 
offices, miniature football fields were 
set up with figures of players represent- 
ing the various teams, whose positions 
were changed each week to show their 
progress down the field to the quota 
goal. 

Participants were awarded merit 
points for procuring new accounts, and 
with these points they could order an 
extremely broad selection of nationally- 
known merchandise prizes through 
Belnap & Thompson, Inc., Chicago 5, 
Illinois. A descriptive catalog was 
given to each employee at the outset, 
along with instructions for ordering. 
The bank defrayed the cost of sales 
tax and freight, but withheld merit 
points for social security and income 
taxes. 

For personnel having contact oppor- 
tunities, the bank awarded 50 merit 
points for each account whose opening 
balance was not less than $5 and not 
more than $49.99. If the opening 
balance was between $50 and $500, 
the award was 100 merit points. In 
addition, the bank awarded one merit 
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A Message 
From The Girl 
Behind The Scenes 





























A Message 
From Your 


Bookkeeper 




















You may or may not have noticed me when you have been in our office to do your 
banking business. I’m the person behind the scenes. They call me the utility clerk, 
a rather descriptive name for the miscellaneous work | do. 


“If you have ever needed a few coin wrappers, payroll envelopes or even a pad of 
deposit or withdrawal slips, you probably have seen me. All of this is beside the 
point though, as what | really want to say is that first, on behalf of the bank, that 
we-do appreciate your patronage and secondly, that | can use your help in the new 


deposit account campaign we are conducting from October 1 thru November 30, 1949. 


We are having a contest to increase the number of checking and savings depositors 
and | am anxious to do my part to make the campsign a success. What | want to 
do is to ask you to open a Checking Account at our bank in case you have not 


already done so and to-assist me in spreading a word or two about our services to 
your friends, neighbors and relati 





. Possibly you may care to suggest to some of 
your acquaintances that |.N.B. is a good place to open a savings or checking account. 


The attached slip will serve as an introduction for you or your friends and at the 









1 am the Bookkeeper who handles your account. On behalf of. the Bank allow me 


to express our appreciation of your patronage. 


Our Bank is conducting a campaign to increase the number of checking and savings 
depositors, and | want to do my part to make the campaign a success. With your 


help I can. 


The purpose of this message is to ask you to open a Savings Account in case you 
have not already done so and to ask your assistance in spreading ° word or two 
about our services to your friends, neighbors and relatives. Possibly you may care 
to suggest to some of your acquaintances that INB is a good place to open a Savings 
or Checking Account. 


The attached slip will serve as an introduction for you or your friends and at the 


same time will assure me credit. The « 





paign ends Wednesday, N ber 30. 


same time will assure me credit. 


ot all. 





All of us at Industrial National would like the opportunity to serve you in any way 





All of us at Industrial National would like the opportunity to serve you and your 
friends in any way ot all. 







Each contestant received a promotional kit. These insert folders were enclosed in outgoing mail 


point for every $5 in excess of a $500 
opening amount. 

One of the objections commonly 
voiced against new business drives is 
the dissatisfaction likely to be en- 
gendered among employees not having 
opportunities to contact potential cus- 
tomers. In our case, we endeavored 
to meet this problem by awarding 
twice the usual number of merit points 
to non-contact employees for the busi- 
ness they unearthed. Conversely, per- 
sonnel in unusually strategic positions 
to obtain new accounts —such as offi- 
cers, assistant branch managers and 
other key individuals —were awarded 
only half the customary number of 
allotted points. 

Special prizes in merit points were 
awarded weekly to the person in each 
group obtaining the largest account. 
Also, the five largest point winners in 
each conference received substantial 
grand prizes, in the form of additional 
merit points. 

Besides the individual awards, team 
points were accumulated and the bank 
gave monthly prizes and grand prizes 
in merit points for the first three teams 
m each conference with the most merit 
points per person. The per person 
average was necessary because some 
teams had more personnel than others. 

Asa “player” obtained new accounts 
and also participated in team awards, 
the merit points earned were accumu- 
lated to his credit at campaign head- 
quarters, and at the end of each month 
he received a prize check showing the 
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number of points upon which he could 
draw. Attached to the “check” was 
a merchandise order blank, to be filled 
in and returned to headquarters. Or 
points could be sold to other employees 
or to the campaign committee, at six- 
tenths of a cent a point. 

A problem confronting contest plan- 
ners is whether credit should be given 
for “walk-in” business, and if so, how 
it should be apportioned. We felt that 
the teams should receive credit for all 
business, whether directly solicited or 
not. However, since most walk-in 
business is handled by a relatively few 
persons, it did not appear to be fair to 
allow individual merit points in this 
connection. 


EW account desks were set up in the 

two main office lobbies, and merit 
points accumulated for walk-in busi- 
ness thus obtained were allocated to a 
different team each day. At the 
branches, unsolicited business counted 
for the branch teams, but it was ruled 
that to be eligible for team prizes each 
branch must qualify monthly by 
obtaining at least half of the total 
number of checking and savings ac- 
counts they opened during the same 
period in 1948. 


Still another troublesome factor, and. 


one that is probably discouraging 
many banks from undertaking em- 
ployee contests, is the Wage-Hour rul- 
ing that employees must be com- 
pensated for extra-hour participation 
in such activities, even though it is 


entirely voluntary. 

To avoid payment of overtime under 
Wage-Hour requirements, we included 
the following paragraph in the contest 
rules: ‘Participation in the campaign 
is entirely voluntary. It is not a 
request for you to work overtime. To 
comply with Wage and Hour require- 
ments you are limited to the 40-hour 
work week. Solicitation may be made 
during your regular working hours if 
your regular work permits and by 
arrangements with your Team Cap- 
tain. However, if you work Jless than 
40 hours in any one week, the remain- 
ing hours up to 40 may be spent in 
outside solicitation.” In accordance 
with the foregoing, many employees 
asked for and were granted sufficient 
time to make sales contacts. 

So much for the general pattern of 
the drive, and the primary rules. Be- 
yond setting up a plan that provided 
incentives for all, and that was as 
equitable as could be devised, we 
realized the need for providing the 
staff with ample sales ammunition. 
Accordingly, a complete promotional 
kit was prepared and distributed. 

Each employee was given a small 
“‘teaser’’ tag, in the shape of a football, 
and bearing the words ‘4 to GO.” 
These served to stimulate public curi- 
osity and inquiries, providing oppor- 
tunities for sales solicitations. While 
the tags were to be worn during work- 
ing hours, many employees left them 
on before and after; one teller thereby 

See A 4 TO GO CAMPAIGN—Page 72 
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WASHINGTON VIEWPOINT 








Defense Production Act 


Organization of economic mobiliza- 
tion is slated to get underway follow- 
ing passage of the Defense Production 
Act of 1950 after almost a month of 
debate by Congress. 

The Defense Act provides: 

1. Priorities and allocations. 

2. Authority to requisition property 
for the defense effort. 

3. Expansion of productive capacity 
and supply through the granting of 
about $2,000,000,000 in so-called ‘‘V”’ 
loans. 

4. Wage and price stabilization 
powers for the President to be put into 
effect whenever he thinks it is neces- 
sary. 

5. Settlement of labor disputes 
within the purview of the Taft-Hartley 
Act. 

6. Control of consumer as well as 
housing credit. The consumer con- 
trols will be put into effect by the 
Federal Reserve Board under the old 
wartime Regulation W. Housing con- 
trols will be exercised by the Federal 
Housing Agency. 

7. Stiff fines, $10,000 and a year in 
jail, will be levied against individuals 
and corporations accused ‘and con- 
victed of hoarding. 

Generally speaking, when economic 
controls are imposed, their immediate 
effect on the ordinary citizen will 
hardly be noticeable. Present plans of 
the Federal agencies that will admin- 
ister the new powers do not call for any 
such drastic regulations as governed 
citizens’ day-to-day business affairs 
during the last war. 

The most significant impact will be 
on construction activity, but even 
here it is possible that rising prices 
rather than Federal powers will have 
the most dampening effect on housing. 

Under the legislation, the Govern- 
ment’s objective in this field is to re- 
duce the number of new housing starts 
to about 1,000,000 a year, as compared 
with the present rate of construction 
of 1,275,000 units. 

The reduction will be attained, in 
addition to rising prices, by an end to 
extremely liberal home-financing terms. 

In another field of credit restric- 
tion, that applying to installment buy- 
ing, the expected orders will probably 
not call for procedures too different 
from those considered as “standard 
practice” already. 

The principal effect of the orders, a 
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By N. P. GREGORY, 


Washington Correspondent 


renewed Regulation W, will be to 
terminate substandard practices. 
Under these, buyers of autos, furniture 
and household appliances often make 
little or no down payment and have a 
long period in which to pay off. 

Present standard practice for auto- 
mobile financing calls for a down pay- 
ment of one-third of the purchase price 
and 24 months to pay. The new terms 
will probably not affect the amount of 
the down payment, and will reduce 
the allowable maturity term to 21 
months. 


« o o 


Bank: Credit Policy 


The Federal Reserve Board’s stiffer 
credit policy, previously forecast in a 
joint statement with the Comptroller of 
the Currency, the Federal Deposit In- 
surance Corporation, and the Na- 
tional Association of Supervisors of 
State Banks, was put into effect with 
an increase in the rediscount rate. 

The Federal Reserve Open Market 
Committee announced a rise in the re- 
discount rate from 1% per cent in New 
York to 134 per cent. At the same 
time it warned that private bank credit 
had become “‘clearly excessive.” 

Although admitting that a rise in 


the rediscount rate, a central banking 
operation, was more _ psychological 
than effective, the Open Market Com- 
mittee indicated that it will also buy 
and sell Federal securities in such a 
manner as to restrict commercial banks’ 
ability to lend. 

The Reserve Board noted that a 
pay-as-you-go tax program to finance 
the Government’s needs had not been 
approved. To stop inflation, there 
must be “parallel and prompt re- 
straint in the area of monetary and 
credit policy,” the Board declared. 

In the broad policy statement re- 
garding credit in the Korean crisis, the 
Board, the Comptroller, the FDIC 
and the Supervisors said in part: 

““As pointed out by President Tru- 
man, an abnormally high civilian de- 
mand for goods along with an increased 
need for military materials is creating a 
strong upward pressure for prices. A 
continuation of the rapid growth of 
credit resulting from consumer de- 
mand for houses and other goods and 
speculative accumulation of inventories 
by business would add to inflationary 
pressures and seriously handicap the 
necessary expansion of military pro- 
duction. Therefore, lenders should 
carefully analyze all loan applications 
and avoid making loans which would 
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When you think of 
Pittsburgh’s 

Golden 

Triangle 


Shivk i 


PEOPLES 


Pittsburgh’s Golden Triangle will 
become even more prosperous 
with the development of the new 
Point Park. Adjoining the beau- 
tiful 36-acre State Park at the tip 
of the triangle where Pittsburgh’s 
rivers meet—a group of 20-story 
office buildings will be erected. 
And these enterprising projects 
are only a part of the fabulous 
Pittsburgh Program. 

Pittsburgh is moving ahead on 
all fronts . . . working steadily to 
make itself a healthier, more 
attractive, busier city. To find 
out about new business oppor- 
tunities, new markets, new loca- 
tions—write to The Pittsburgh 
Industrial Development Council, 
Pittsburgh 19, Pa. today. 

And for your correspondent 
banking requirements, think of 
Peoples First. With 17 fully-staff- 
ed offices situated all around the 
town—and an intimate knowledge 
of Pittsburgh—we invite your 
inquiries. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pennsylvania 
Membr F.D.1.C. 





have these adverse effects.” 

Similarly, the Reserve Board asked 
Congress to waive anti-trust laws in 
the case of voluntary agreements 
among commercial banks to restrict 
“certain types of credit.” 

Thomas B. McCabe, chairman of the 
Reserve Board, made the request to 
the Senate Banking and Currency 
Committee headed by Senator Burnet 
R. Maybank (D., S. C.). 

Mr. McCabe pointed out that the 
Defense Production Act of 1950 pro- 
vides anti-trust exemption for volun- 
tary agreements by other segments of 
the economy. 

He felt that a similar exemption 
should be applicable to banks. 

Mr. Maybank responded that he had 
no personal objection to the plan. 


4 * ¢ 


Treasury Financing 


Secretary of the Treasury John W. 
Snyder gave an inkling of what is to be 
expected in financing the Korean de- 
fense program in his policy statement re- 
garding this month’s maturing obliga- 
tions. 

The Secretary, a devotee of low in- 
terest rates and an opponent to the 
expansion of credit, outlined this pro- 
gram with regard to the more than 
$13,750,000,000 of maturing obliga- 
tions: 

1. A tenfold increase in the volume 
of certain types of government bonds 
which banks, insurance companies and 
other institutional investors may buy. 
Under the ruling, Series F and G bonds 
may be purchased at stated periods up 
to a maximum of $1,000,000 as com- 
pared with $100,000 previously. 

2. An offer of a 1% per cent 13- 
month Treasury notes, dated Septem- 
ber 15, and maturing October 15, 1951, 
in exchange for the 2 per cent bonds 
and 2% per cent bonds called for re- 
demption on September 15 this month, 
and the 1\% per cent certificate of in- 
debtedness maturing on the same date. 

3. Also an offer of a 13-month 14 
per cent note dated October 1, 1950, 
and maturing November 1, 1951, in 
exchange for the 1% per cent cer- 
tificates of indebtedness maturing Oc- 
tober 1, next. 

The Secretary explained that the 
offer to institutional investors of a ten- 
fold increase in Series F and G bonds 
was decided upon as a means of at- 
tracting new money accruing to in- 
vesting institutions. 

Mr. Snyder pointed out that the 
offering is in line with his statement of 
September 5, 1947, when he announced 
the sale of Treasury bonds, investment 
Series A-1965, in which he declared 
that ‘“‘further offerings of securities 
suitable primarily for institutional in- 
vestment will be made available when- 
ever the situation warrants action.” 


The Treasury’s circular provides 
that institutions may purchase up to 
$1,000,000 in bonds spaced over 
monthly intervals beginning with th 
first ten days of October and continu- 
ing through the first ten days of No- 
vember and December. 

The regulations further provide thal 
the special subscription of Series F and 
G bonds will be open to institutional 
investors holding pension funds, which 
were eligible to buy the 2% per cent 
Treasury bonds of the 1965 series. 
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Bank Conversion Bill 


After a year’s wait, the Senate 
passed and sent to President Truman 
the bank conversion bill. 

The conversion bill is designed to 
place national banks on a more equal 
basis with state banks with respect to 
transferring from one banking system, 
state or national, to the other, by way 
of conversion, merger or consolidation. 

Before the legislation was approved, 
a state bank could convert into, or 
consolidate with, a national bank by 
obtaining the approval of the Comp- 
troller of the Currency unless it was 
forbidden to do so by the law of the 
State in which the bank was located. 

On the other hand, a national bank 
had no statutory right to convert into 
a state bank, or consolidate with a 
state bank under the latter’s charter. 

The conversion bill provides such a 
“right,” without the approval of the 
Comptroller of the Currency, if, under 
the law of the State in which the na- 
tional bank is located, a state bank 
may, without the approval of any 
State authority, convert into or merge 
with a national bank. 

The merger is permitted with cer- 
tain restrictions aimed at preventing 
undue reduction in capital funds in the 
process of conversion or consolida- 
tions. In other words it provides a 
more equitable “two-way conversion 
street”’ for national banks and state 
banks. 
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Bankers on RFC Board 


Following demands for changes in 
the top personnel echelon of the Re- 
construction Finance Corporation, 
President Truman ordered a mass reor- 
ganization of the agency which is going 
to play a major role under the Defense 
Production Act of 1950. In doing so, 
he gave the institution’s management 
more of a banking tinge. 

Mr. Truman reorganized the agency 
by appointing four new members to 
its five-man board of directors. He 
retained William E. Willett for an- 
other three-year term. 

Two of the new members, appointed 
for two-year terms beginning July 1, 
are well-known bankers. One is Walter 
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i. Cosgriff, president, Continental Na- 
tional Bank and Trust Company, Salt 
Lake City. A Republican, he is prom- 
inent in Western banking circles. The 
other, W. Elmer Harber, is president 
of the American National Bank of 
Shawnee and the First National Bank 
of Seminole, both in Oklahoma. He is 
also a director of the Liberty National 
Bank, Oklahoma City. An active 
Democrat, Mr. Harber has been serv- 
ing as Democratic national committee- 
man from Oklahoma. 

The two other appointees, named for 
one-year terms, are incumbent Walter 
Lee Dunham of Michigan and C. 
Edward Rowe of Massachusetts. 

The new directors, which must be 
confirmed by the Senate, replace 
Chairman Harley Hise, Harvey J. 
Gunderson, and Henry A. Mulligan. 
Mr. Truman did not designate a new 
chairman in his nomination message 
to Congress. 


The Tax Outlook: 


A record-breaking tax bill of $50,- 
000,000,000 for 1951 was forecast by 
Senator Walter F. George (D., Ga.) 
chairman of the Senate Finance Com- 
mittee, as the Senate debated current 
legislation raising individual as well as 
corporate levies by $5,000,000,000. 

The $5,000,000,000 tax bill was an 
“interim” revenue measure which Presi- 
dent Truman had requested in an ex- 
traordinary message to Congress last 
July, in which he outlined the reasons 
for the need of additional moneys to 
finance the Korean “police action.” 

The new tax legislation raised indi- 
vidual as well as corporate taxes, re- 
tained excise levies, and plugged cer- 
tain loopholes in the tax code. 

If the next session of Congress ap- 
proves the total revenue predicted by 
Mr. George, the sum will exceed by 
more than $5,000,000,000 the record 
total collected by the Treasury Depart- 
ment in the fiscal year 1945. 

The 1951 tax bill, which will be 
taken up next January, may include: 

1. An excess profits levy on corpo- 
rations with possibly a similar levy on 
war-swollen earnings of individuals. 
However, Senator George said that if 
such a tax is placed on individuals “‘it 
would not be drastically applied.” 
Rates on withholding taxes go up on 
October 1. 

2. “Appropriately adjusted”’ taxes 
On co-operative mutual organizations 
and building and loan organizations. 

3. Further plugging of more tax 
loopholes to prevent some individuals 
and businesses from escaping taxation. 
The current interim bill closes some of 
the loopholes. 

4. A general overhauling of tax 





siatutes to remove inequities in the 
present tax system. 
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Buenos Aires 
Branch, _one of 
three _ offices ‘tal 
k oF, Argentina’ scapit 


730 
Strong! 


From coast to coast in Canada— 
in New York, London and Paris 
—in the West Indies, Central and 
South America—The Royal Bank 
of Canada is one of the world’s 
great financial institutions. 


With more than 730 branches, 
and correspondents the world 
over, The Royal Bank provides a 
banking service international in 
scope. It offers specialized infor- 
mation of particular interest to 
foreign traders. These include 
credit reports; import and export 
regulations; factory sites, par- 
ticularly in Canada; commercial 
letters of credit; collections and 
remittances. Your enquiries are 
invited. 
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A view of The Royal Bank of Canada building 
in the heart of Montreal’s financial district. 
Taken from Mount Royal. 


Branches throughout Canada, in Cuba, Haiti, Dominican Republic, 
Puerto Rico, British West Indies, Argentina, Brazil, Uruguay, British 
Honduras, Colombia, Venezuela, British Guiana and Peru. Offices 
in New York, London and Paris. Correspondents the world over. 


THE ROYAL BANK 


OF CANADA 


HEAD OFFICE—MONTREAL 
Assets exceed $2,334,000,000 
New York Agency, 68 William St., N.Y. 5 
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FINANCIAL CIRCLES 
WERE STILL TALKING... 


1875 — the year financial circles were still talking about , 
the chaos of the era just past . ..an era when a man might 
be rich at sunrise and a pauper at sunset. 

That same year, a group of bankers met for a convention 
at Saratoga Springs to organize an association dedicated 
to a high standard of banking service ... the American’ 
Bankers Association. 


















fi 
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THIS YEAR, 1950, marks the 75th anniversary of this 
organization. In the rendering of service, the bankers of 
America have traveled far. In the years past, they have 
developed their service to clients to 2 jealously guarded 
all-time high. 

On this occasion, American Express salutes you. 


This year, American Express has also reached a mile- 
stone—a century of high standard service that has won 
the trust and confidence of millions of travelers, business- 
men and shippers throughout the world. Its network of 167 
offices in 27 nations indicates what its mutual work with 
the American Banking profession has accomplished. 

American Express originated the Travelers Cheque in 
1891. Today, they are the best known and by far the most 
widely accepted cheques in the world. Because of the con- 














MOST WIDELY ACCEPTED 


AMERICAN EXPRESS 


Burroughs Clearing House 
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THE PERSONALITY SPOTLIGHT 








Ill health has forced the resigna- 
tion of J. LeRoy Dart as president 
and director of The Florida National 
Bank of Jacksonville, and his suc- 
cessor is 39-year-old Herman C. 
Eberts, the youngest man ever to 
head the institution. 

Mr. Eberts’ promotion came ex- 
actly two years to the day after his 
election as vice-president in 1948. 
He obtained his early banking experi- 
ence in a small country bank of 
which his father was president. He 
later became assistant vice-president 
of the First National Bank of Miami, 
and thereafter was named executive 
vice-president of the Coral Gables 
First National Bank. In 1942 he 
joined the Florida National Group, 
and has been with that organization 
ever since. He will continue to serve 
as a vice-president and director of 
the Florida National Bank at Fort 
Pierce, which he helped to organize. 

Roy Dart is widely known through- 
out the country, having been presi- 
dent of the American Institute of 
Banking in 1940. He joined the 
Florida National in 1911, worked in 
every department of the bank, and 
was named president in 1944. Only 
56, he will retain his affiliation with 
the bank in some less strenuous 
capacity. 

5 


There has been a change in owner- 
ship and top management at the 
Houston (Texas) National Bank. 
The Meyer family, whose connection 
with the bank dates back to its 
founding in 1876, has sold controlling 
interest to Houston businessman 
Irvin M. Shlenker and a group of 
associates, but still retains a sub- 
stantial block of stock and _ will 
remain active in the bank’s affairs. 














HERMAN C., EBERTS 


New president at Jacksonville 


Among the new owners is well- 
known Melvin Rouff, formerly first 
vice-president, who now has become 
president. His predecessor, Joseph 
F. Meyer, Jr., is vice-chairman, and 
Mr. Shlenker is chairman of the 
board. 

Mr. Shlenker is president of Gulf- 
tex Drug Co. in Houston. Mr. Rouff 
joined the bank 40 years ago and has 
advanced step by step from a 
secretarial job. He was president of 
the National Bank Division of the 
American Bankers Association in 
1939. 


o 


At the age of 90, Benjamin F. 
Clark has retired as president of 
the Colorado State Bank, Denver, 
Colorado, but is now chairman of 
the board and will continue his 
interest in active management. He 
has rounded out 40 years as head of 
the bank. The new president is 


Houston bank has change in ownership and management 


I. M. SHLENKER 


J. F. MEYER, Jr. 


MELVIN ROUFF 
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Forrest L. Barkley, formerly vice- 
president, who has been with Colo- 
rado State since 1911. Elwood M. 
Kullgren, cashier, has been named 
vice-president and cashier. 


e 


Archibald W. McLean, formerly 
vice-president of the Charlotte office 
of Wachovia Bank and Trust Com- 
pany, has been elected president and 
director of Planters National Bank 
and Trust Company, Rocky Mount, 
North Carolina. His varied bank 
career includes country bank experi- 
ence, and service with the Federal 
Land Bank of Columbia, South 
Carolina, and the Federal Reserve 
Bank of Cleveland. 


o 


Following his recent resignation as 
executive vice-president of Bank of 
Virginia, Richmond, W. W. Mc- 
Eachern has 
been named 
president of the 
First National 
Bank at Green- 
ville, South 
Carolina. He 
succeeds Foun- 
tain Fox Beat- 
tie, president 
since 1916, who 
is now chairman 
of the board. 
The bulk of Mr. 
McEachern’s 
extensive banking experience was in 
Florida, where he was president of 
Union Trust Company, St. Peters- 
burg. He is a past president of both 
the Florida Bankers Association and 
the State Bank Division of the 
American Bankers Association. 











W. W. McEACHERN 


. 


Following sale of Title Guarantee 
and Trust Company’s banking divi- 
sion to Bankers Trust Company in 
New York City, Barnard Town- 
send has resigned as president and 
William H. Deatly now heads the 
title company. 

Mr. Deatly joined Title Guarantee 
in 1933 as comptroller, was made 
vice-president in 1937, and_ subse- 
quently became vice-president and 
general manager, an office that has 
now been abolished. 

The company’s largest stockholder, 
Ira Guilden, has been elected chair- 
man of the board, a newly created 
post. A business associate, Philip A. 
Roth, is now vice-chairman of the 
board. Vice-president Herman 
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Simple-to-use reader. Projects clear en 
a , : of original size or, in some cases, larger. 
ST eeeenanie ine denon: she _—- Combines facsimile printer. Easily operated 
documents side by side on 16 mm. film, or from a sitting position. 

at the flick of a switch, converts to 8 mm. 

photography of fronts only up one side of 

the film and down the other. 





FAST SERVICE—ANYWHERE 








Bell « Howell 


MANUFACTURER 















23 BURROUGHS PROCESSING CENTERS . . . FROM COAST TO COAST 












B u rroughs Atlanta Detroit Pittsburgh 

DISTRIBUTOR Boston Houston Portland, Oregon 
Buffalo Kansas City Seattle 
Chicago Los Angeles St. Louis 
Cincinnati Minneapolis San Antonio 
Cleveland New Orleans San Francisco 
Dallas New York City Washington, D.C. 
Denver Philadelphia, 





Skilled mechanical service, on your premises from 583 Burroughs service centers. 


Burroughs Clearing House 





}.. TOP Service 
for economy 
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youll do teller to buy 


Microfilming belongs in banks. There’s no doubt 
about that. And once you compare the point-for- 
point superiority of equipment offered by Bur- 
roughs, precision built by Bell & Howell, you'll 
have no doubt either that this is microfilming at 
its swift, efficient, thrifty best! 


Put Burroughs speed in your bank! 


Burroughs gets results—fast! It photo-records up 
to 400 check-size documents a minute with auto- 
matic feed . . . up to 100 with hand feed. It can 
photograph document fronts and backs simul- 
taneously, or fronts only down one side of the film 
and up the other—with the flick of a switch! 


Put Burroughs thrift in your bank! 


Burroughs gives you the DOUBLE economy of 
8 mm. photography on 16 mm. film PLUS a 37-1 
reduction ratio—the greatest in high-speed micro- 
filming. You buy less film because you photograph 
more documents per roll. 


Put Burroughs accuracy in your bank! 


Burroughs microfilming gives you a true copy of 


WHEREVER THERE’S BUSINESS THERE’S 
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Burroughs =» 


GHS MICROFILMING 


the original document . . . with sharp contrast 
and brilliance of reproduction that makes projected 
images always easy to read. 


Put Burroughs permanent economy in your bank! 


Once Burroughs microfilming is installed, it be- 
longs to you. Your initial investment can be amor- 
tized in a short time to provide marked savings 
for you. 


Put Burroughs experience and service 
in your bank! 


Burroughs has 60 years’ experience in bank mech- 
anization to insure an installation that matches 
your needs perfectly. Burroughs offers you superbly 
crafted equipment built to the fine standards of 
Bell & Howell, long a recognized leader in photo- 
graphic manufacturing. Burroughs maintains a 
world-wide, world-famed mechanical service or- 
ganization to keep your equipment always in per- 
fect running order. 


But see .. . compare for yourself. Call your local 
Burroughs office and ask for a demonstration today. 












Berniker has been advanced to ex- 
ecutive vice-president, and J. 
Webster Goodhue promoted to 
vice-president. 


From cashier, J. H. Peebles has 
been promoted to president of the 
Bank of Commerce, Greenwood, 
Mississippi, succeeding the late R. C. 
King. C.F. Allen is now cashier. 


° 


In these days of pension plans, 
most bankers can anticipate retire- 


ment at around 65. Not so in the 
case of W. J. Webb, one of the 
oldest active bankers in the world. 
At age 91 he thought it was time to 
resign as president of the John O. 
Melby & Co. Bank, Whitehall, Wis- 
consin, after a 60-year span of serv- 
ice. The stockholders thought other- 
wise. They re-elected him. 


° 


Frank M. Overstreet has been 
advanced from vice-president to pres- 
ident of the First National Bank of 
Ponca City, Oklahoma, succeeding 
L. D. Edgington, who became chair- 





RAND M‘SNALLY 
CHRISTMAS CLUB SYSTEMS save for you 


.as your customers save 
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for your customers. . 


Rand M¢Nally’s Christmas Club Sys- 


tems are designed to simplify saving 


. to save you sub- 


stantial window, posting, and sorting time 


. to help reduce errors to the minimum. 


You may choose any type of system — Coupon 


Books, Pass Books, Double Dating Cards — and 


select your checks, advertising and promotional material from a wide 


and colorful variety, individualized to the needs of your institution. 


For complete samples and full information, we invite you to write today. 


RAND M‘NALLY & COMPANY 
CHRISTMAS CLUB DIVISION 


536 SOUTH CLARK STREET, CHICAGO 5 


* 111 EIGHTH AVENUE, NEW YORK 11 
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man of the board. Mr. Edgington ex- 
pects to devote less of his time to 
bank affairs. 

° 


Charles W. Gleason is the new 
president of the $158,000,000 Green 
Point Savings Bank, Brooklyn, suc- 
ceeding George W. Felter, chief 
executive for 32 
years, who re- 
tires on a pen- 
sion after 65 
years of con- 
tinuous serv- 
ice. Mr. Glea- 
son has been a 
trustee since 
1940, and presi- 
dent of a glass 
manufacturing 
firm since 1947. 
His father, Marshall W. Gleason, 
was president of The Home Savings 
Bank which was merged with the 
Green Point Savings Bank in 1931. 
His wife’s father, the late C. Fred 
Smith, was for many years president 
of the Lynn (Massachusetts) Five 
Cent Savings Bank. 

Retirement has also come to 
Frank S. Harlow, who like Mr. 
Felter has 65 years of service with 
Green Point, the last 32 as secretary. 


Cc. W. GLEASON 


o 


New president of the Capital 
Bank and Trust Company, Harris- 
burg, Pennsyl- 
vania, is Paul L. 
Ellenberger. 
Arthur H. Hull, 
a director and gen- 
eral counsel, has 
been named chair- 
man of the board. 
Vice-president 
Ernest Keys has 
also been elected 
secretary. All 
three men have 
been associated with the bank since 
it was organized in 1935. 

Mr. Ellenberger, formerly vice- 
president and _ secretary, succeeds 
Walter E. Burns who has been 
president since 1935. Mr. Burns, 
after a career of 31 years in banking, 
has joined The Penn Mutual Life 
Insurance Company. 














P. L. ELLENBERGER 


Sf 


R. L. Brame, president since 1946 
of the Citizens National Bank of 
Durham, North Carolina, has been 
named chairman of the board and 
Vice-president Charles S. Allen has 
been advanced to the presidency. 


« 


Especially timely this fall is an 
unusual business card that a Mis- 
souri country banker distributes 


Burroughs Clearing House 
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@ “Hardly a day goes by that our bank doesn’t 
call on the Irving Trust Company for some type of 
service. A credit report for a customer, collections to be 
handled, a portfolio analysis. Sometimes we have to make 
requests that seem almost too trivial to bother with. But 
the Irving never thinks so. Every one of our requests 

gets the same type of personal attention.” 


As New York correspondent for literally hundreds of 
banks the country over, the Irving Trust Company 
offers a broad range of banking services and facilities . . . 
invites you to make full use of them. 


IRVING TRUST COMPANY 


ONE WALL STREET + NEW YORK 15, N. Y¥. 


Capital Funds over $118,000,000 ° Total Resources over $1,100,000,000 
Wituiam N. Enstrom, Chairman of the Board Ricuarp H. West, President 


Domestic Banking Division—NoLan Harrican, Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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widely and with good effect. The 
card reads: Fred Black, Candidate 
for Your Good Will. Chairman, 
Board of Directors, Barry County 
Bank, Cassville, Missouri. 


« 


Philip K. Barker, first vice-presi- 
dent of the Financial Public Rela- 
tions Association, has resigned as a 
vice-president of 
Granite Trust 
Company, Quincy, 
Massachusetts, to 
become president 
of Bankers De- 
velopment Com- 
pany, New York 
City. This com- 
pany sponsors the 
ThriftiCheck 
Plan and_ other 
services to banks. 

Before joining Granite Trust 20 
years ago, Mr. Barker was New 
England sales representative for 
Bankers Development Corporation. 
In his new post he will succeed J. E. 
Casey, who will advance to chair- 
man of the board. 





P. K. BARKER 
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There has been wide approbation 
of the appointment of Oliver S. 
Powell, first vice-president of the 








OLIVER S, POWELL 


A popular appointment 


Federal Reserve Bank of Minneapo- 
lis, to the Board of Governors of the 
Federal Reserve System. The feeling 
is that Mr. Powell’s intimate knowl- 
edge of Reserve bank operations, de- 
rived from 30 years of outstanding 
service, should be of a considerable 
value to the Board. 

Mr. Powell has been named .to 
serve until January 31, 1952, filling 
the term of the late Lawrence 
Clayton. 

At one time head of the Reserve 
bank’s statistical and research ac- 
tivities, and in charge of various 
committees on operating problems, 





Mr. Powell has also planned many of 
the bank’s educational projects. He 
was responsible for two motion pic- 
tures on reserve bank functions, and 
a widely distributed illustrated bro- 
chure on the subject. He has been a 
lecturer at the A. B. A. Graduate 
School of Banking and the Central 
States School of Banking, and a 
leader in American Institute of Bank- 
ing work. 

The consensus is that Oliver S. 
Powell is a first-rate choice for the 
nation’s 7-man high court of finance. 
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Congratulations are in order for 
Morton Bodfish, who recently com- 
pleted 20 years of service as chief 
executive officer 
of the United 
States Savings and 
Loan League. He 
was elected execu- 
tive manager of 
the League in 1930 
when the organ- 
ization first estab- 
lished full-time 
headquarters’ in 
Chicago. Named 
executive vice- 
president in 1935, he was elevated to 
his present position of chairman of 
the executive committee in 1946. The 
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A worthwhile profit! 


\ 
NATIONAL CITY BANK 
TRAVELERS |\CH ECKS 


You can increase your bank’s earnings . 











facilities. 


tive material. 





. easily, simply, surely. Sell 
NCB Travelers Checks, the “travel currency” that is spendable like cash 
everywhere, and refundable in case of loss or theft. 


Consider the ease with which these transactions are completed and 
how highly profitable they are compared to many other banking 


It will pay you to suggest to your customers when they withdraw money 
for travel that they transfer it into safe NCB Travelers Checks. 


Ask about our merchandising plans. We will be glad to send you 
upon request free blotters, newspaper mats, leaflets and other descrip- 


Banks retain ALL the selling commission—% of 1% on checks sold! 


THE NATIONAL CITY BANK OF NEW YORK 
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Fivst in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


52 Overseas Branches 
Member Federal Deposit Insurance Corporation 


Correspondent Banks Everywhere 


Burroughs Clearing House 
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na Air mail your West Coast items to 
ate 
ral AMERICAN TRUST COMPANY 
a , 
1k- San Francisco 
S. Many correspondents save time by routing all 
the ae ; 
- western items to this address... 
At this strategic location, our Day-and-Night 
™ Transit operation provides swift service. Our many 
m- offices and west-wide relationships offer unusual 
‘ef facilities for collection. Our air mail dispatch often 
_ makes funds available 2 or 3 days earlier. 
Write for details. 
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BANKING 
Since 1854 








Member Federal Deposit Insurance Corporation ¢ Member Federal Reserve System 








Statement of Condition - June 30, 1950 








RESOURCES LIABILITIES 
Cash on Hand and in Banks $ 184,155,746.83 Deposits $ 971,989,590.52 
= $. een 8a ‘ ee Letters of Credit and Acceptances 7,496,408.71 
tate, County, an unicipal Bonds 3073,014.62 ; for Interest. Taxes 

Other Bonds and Securities 8,961,977.17 Reserve ' bt ne ee 5,538,099.42 
Stock in Federal Reserve Bank 1,172,300.00 Oceer Liabilities 6,172,369.76 
Loans and Discounts 403,597,384.29 Capital Stock 
Bank Premises and Equipment 8,681,221.24 Preferred $ 6,161,700.00 
Other Real Estate 1.00 Common 12,300,620.00 
Customers’ Liability under Letters of me 

Credit and Acceptances 7,450,601.53 a TO,6L9, S285 
Accrued Interest Receivable and Undivided Profits 7,351,991.33 

Other Assets 5.676,651.19 46,428,237.86 

Total Resources $1,037,624,706.27 Total Liabilities $1,037,624,706.27 


United States Government and other securities carried at $134,572,225.79 are pledged to secure U. S. Government Deposits, 
other public funds, trust deposits, and for other purposes as required or permitted by law. 
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League now has 3,700 member insti- 
tutions, as compared with about 500 
in 1930. 


° 


With the election of John G. 
Townsend, II, as a director of The 
Farmers Bank of the State of Dela- 
ware, there are now three Townsends 
on the board. The grandfather, 
John G. Townsend, Jr., former 
United States Senator, former Gov- 
ernor, and said to be the largest 
broiler grower in the world, will in a 
few years celebrate his 50th anniver- 
sary on the board. 

The father, Julian E. Townsend, 


is regarded as one of the largest lima 
bean growers in the country. He 
has been many times suggested as 
Governor of Delaware, but has never 
cared to run. 

The son, John G. Townsend, II, 
is associated with his father and 
grandfather in their huge farm busi- 
ness. 

Another unusual fact about The 
Farmers Bank board is that it in- 
cludes no less than three members 
who have been United States Sena- 
tors, a record that may well be un- 
matched in the entire country. Be- 
sides the aforementioned John G. 
Townsend, Jr., there is former Sena- 





Geared for Correspondent Banking 


We invite accounts from banks and corporations 


..send us your cash and collection items...refer 


your friends to us when they visit Los Angeles! 


STATEMENT 


OF CONDITION 


AS OF JUNE 30, 1950 
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ERSONAL SERVICE e WE HAVE NO BRANCHES 


~ 


OFFICERS 


Ben R. Meyer 
Chairman of the Board 
Herman F. Hahn 
President 
Joseph C. Lipman 
Senior Vice-President 
Edward H. Le Breton 
‘ice-President 
Paul E. Neuschaefer 
Vice-President 


Rewoweced 


Cash on hand and due from Federal Reserveand Other Banks 
U.S. Government Securities 
Federal Reserve Bank Stock 
Loans and Discounts 


Union Bank Building and Customer Auto Parks . . . 
Safe Deposit Vaults 


Furniture and Fixtures 


Louis Siegel — Customers’ Liability under Letters of Credit and Acceptarices 
/ice-President 
William C. Neary ee ee ee a ee 
Vice-President 
Don R. Cameron Ee ak Oe ee eh Se Se Kg we eke os 
Vice-President 
Hal W.Cross Cashier 
William Watson 
Comptroller 2 e — 
William J. Hunter Cie 
Assistant Vice-President 
John W. Luhring 
Assistant Vice-President ‘. 
Harry N. Herzikoff eka ge 6 ete anaes oe & ava $ 3,500,000.00 
oo eee 4,000,000.00 


Assistant Vice-President 
Charles H. Landis 
Assistant Cashier 
AIL. Somerindyke 
Assistant Cashier 
Angus J. MacLennan 
Assistant Cashier 
Arthur R. Horne 
Assistant Cashier 


Walter B. Hill, Auditor 


TRUST DEPARTMENT 
Don R. Cameron 
Vice-President 
Fay H. Kerns 
Trust Officer 
Margaret Morris 
Assistant Trust Officer 


FOREIGN DEPT. 


Paul E. Neuschaefer 
Vice-President 
Leo C. Helfenberger 


Manager 


Undivided Profits 
Reserved for Contingencies 


1,730,779.54 
Reserved for Interest, Taxes, Dividends, etc. . . . 
Liability under Letters of Credit and Acceptances 
Discount Collected — unearned 


0 ee eo See 


U. S. Government deposits 


and other public funds . . 10,413,333.72 


$ 41,136,994.72 
59,927,283.63 
225,000.00 

© 5,434,240.52 
1,650,000.00 
1.00 

1.00 
1,336,579.16 
31,949.67 


$159,742,049.70 


9,230,779.54 
828,937.84 

1,220,771.91 

1,457,921.79 
575,382.76 
198,131.74” 


146,230,124.12 





$159,742,049.70 


United States Government obligations carried at $13,958,810.85 in the foregoing 
statement are pledged to secure public funds and for other purposes required by law 


UNION BANK & TRUST CO 


OF LOS ANGELES (8th & HILL) 





tor James H. Hughes and the 
present Senator from Delaware, J. 
Allen Frear, Jr., a member of the 
Senate Banking Committee. 
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Wholesale promotions from within 
the ranks have been the order of the 
day at the First National Bank in 
Dallas (Texas). 

The one ‘“‘newcomer’”’ in the officer 
group is Sam E. Pondrom, Dallas 
resident manager for the past four 











S. E. PONDROM 


H. E. MOSS 


Many changes in Dallas 


years of the investment firm of 
Harris, Upham & Company, who has 
been elected a First National vice- 
president in the business develop- 
ment division. 

From assistant trust officer, B. G. 
Moore has been advanced to vice- 
president and assistant trust officer. 
Horace E. 
Moss has been 
named an as- 
sistant vice- 
president. Five 
staff members 
promoted to as- 
sistant cashiers 
Bee 2. 2% 
Smith, Sr., C. 
W. Fountain, 
B. M. Cheat- 
ham, W. F. 
Ritchie and S. W. Easter. Four 
newly named assistant trust officers 
are H. J. Andrews, P. H. Kirk, J. 
H. Montgomery and K. E. Gibbs. 


* 


Michael J. Hurley, who recently 
resigned as chief bank examiner for 
approximately 290 national banks, 
has been elected a 
vice-president of 
the National 
Shawmut Bank, 
Boston, Massa- 
chusetts. Mr. 











B. G. MOORE 











Hurley was com- 
missioned na- 
tional bank ex- 
aminer in 1920, 
probably the 
youngest man to 
receive such a 
commission at that time. He also 
helped to organize the FDIC’s ex- 


M. J. HURLEY 


Burroughs Clearing House 
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nite for mouths 
lesk Pen Set 


ALWAYS READY TO WRITE 
HOLDS A FULL OUNCE OF INK 
(AN’T LEAK—WON'T FLOOD 
PERFECTLY BALANCED PEN 
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"Ink-locked”’ 
against 

accidental 

spillage 








Single Sets 
$3.75 and $4.25 
(slightly higher in Canada) 
Choice of black, 


clear, green, gray, 
or maroon. 


Choose “lhe Right Pout 
For “(he Way You Write 


With Dip-Less 444 Desk Pen Sets you have your choice of world- 
famous Esterbrook Points—the world’s largest variety of point 
styles. You can choose the precise point for your kind of writing... 
for your particular writing job. There are specific points for short- 
hand, bookkeeping, accounting, manifolding—points even for left- 
handed writers! And . . . should you ever damage the point of your 
Dip-Less Pen .. . you can get a new one at any pen counter. You 
can even screw in this new point yourself! 





FREE TRIAL COUPON 
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amining staff in Massachusetts and 
Rhode Island. 


° 


Several promotions have been an- 
nounced by The Public National 
Bank and Trust Company of New 
York, New York City. The recipients 
and their new titles are Irving 
Mandel, vice-president; Edwin 
Emery, assistant vice-president; and 
J. Lawrence, H. Dengel, E. 
Brinker and J. Twomey, all assist- 
ant cashiers. 

« 


Executive secretary of the North 
Carolina Bankers Association since 


1944, Fred W. Greene has been 
elected a vice-president of the Union 
National Bank, Charlotte, and will 
be in charge of public relations. 


e 


The promotion of Edgar P. Houpt 
of the Security Analysis Department 
of The Manufacturers Trust Com- 
pany, New York City, from assistant 
secretary to assistant vice-president, 
was announced recently by the bank. 


¢ 


Two assistant vice-presidents, 
George W. Merrick and John R. 
Woodward, have been advanced to 

















Right next door, in Canada, there’s a market already 
buying over a billion dollars worth of U.S. products 


a year. Naturally a market of this size requires careful 
study. If your customers are interested in Canada, we 
can supply you with facts and figures they will require. 
For our Monthly Review, our brochures on “American 
Oil Interests Entering Canada” and “Canadian 


Taxes and Other Legislation,’ 


or any specific 


information you wish about Canada, write to our general 


offices in Toronto. 


THE BANK OF NOVA SCOTIA 


Over 360 branches across Canada and abroad 


New York Office: 49 Wall Street 
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General Office: Toronto, Canada 
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G. W. MERRICK J. R. WOODWARD 


Wai 
Nashville bankers advanced presid 
ring-H 


; : ; since ] 
vice-presidents in the correspondent§ eedin 


bank department of the Third Na-§pjorid 


tional Bank, Nashville, Tennessee. § pase 


° owner 


Harry V. Nye will be president of 
the new Riviera (Florida) Beachf 4 ! 
Bank when it opens early in 1951,guons 
He is now vice-president of the First § Diefe 
National Bank in Palm Beach. 

Vice-president and cashier of the 
Riviera bank will be Roy Cuthrell, 
vice-president of the First National 
Bank in Lake Worth. 


o 


A new vice-president of Mercantile 
National Bank, Dallas, is Ray L. 
Miller. He was 
formerly regional 
director for Texas § ©. H. 
and Louisiana of 
the Bureau of For- nearl 
eign and Domestic Diefe 
Commerce, a divi- bank 
sion of the U. S.§ 200 
Department ofg ‘ree 
Commerce. Previ- 

<<!) ous to this he was 
R. L. MILLER deputy regional di- J. 
rector for theg our 
Smaller War Plants Corporation, in bank 


Texas, Louisiana and Oklahoma. Cav 
avi 

















* 


Formerly a business and financial ' 
consultant, Philip S. Shoemaker I’ 
has become execu- Stat 
tive vice-president 
of Allegheny Trust 
Company, Pitts- 
burgh. He has had 
extensive experi- 
ence in business 
reorganizations, 
both in Pittsburgh 
and Cleveland, 
and also in arrang- . 
ing bank and RFC _p.s. sHoemaxker § PTS 
loans. Mr. Shoe- Vog 
maker is the author of a series of § T° 
sixteen articles on Government in- Nat 
sured loans for small business enter- 
prises, which have been appearing in 
the ‘Cleveland Plain Dealer.” 
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Promotions came to two Irwin | Lo 

Union Trust Company staff mem- a 
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bers in Columbus, Indiana, recently, 
when Paul N. Dinkins became as- 
sistant vice-president succeeding 
Wilbur H. Isbell, retired; and Adel- 
bert Engle became cashier succeed- 
ing Donald B. Smith, Jr., now 
vice-president, First National Bank, 
Kokomo, Indiana. 
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Warren Mosman, executive vice- 


" president and a director of the Her- 
ring-Hall-Marvin Safe Company 
since 1944, has become president suc- 

dent§ eeding Edward Ball of Jacksonville, 

Na-F Florida. The change involves pur- 


€. BI chase of the Ball interests by the new 
ownership 
Sd 


A recipient of many congratula- 











195; gtions these days is Charles H. 
Firstq Diefendorf, president of Marine 

Trust Company, 
* the Buffalo, in connec- 
nrell, tion with that in- 
‘onal stitution’s 100th 

anniversary on 

August 27. Of the 

11 commercial 
ntile banks in Buffalo 
y L at the time of Ma- 
ie rine Trust’s found- 
‘onal ing in 1850, it is 
‘exas|C. H. DIEFENDORF the only one that 
a of still survives. For 
For-q early half of that period, Mr. 
esticy Diefendorf has had a part in the 
divi. § bank’s development into a $350,000,- 
J. §,§ 000 institution, having started his 

(f career with Marine Trust in 1907. 


Trevl- ° 


J. W. Myers, a native of Wash- 





the burn, Illinois and a member of an old 
n. ing banking family, has become a vice- 
3 : president of the Jefferson Trust and 
; Savings Bank, Peoria, Illinois. 
. 

ncial§ , —_ 
aker The officers’ staff of The United 

States National 
— §# Bank, Omaha, 


panded recently 
with the election 
‘ of Dean Vogel, 
formerly a_ vice- 
president of the 
Live Stock Na- 
tional Bank of 
Omaha, as_ vice- 
president. Mr. D. VOGEL 
Vogel also is a di- 

os of § tector of the Montgomery County 
t in- | National Bank at Red Oak, Lowa. 


nter- ‘ 


: Nebraska, was ex- 
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"S "I David E. Ellis, who started his 
banking career in the auditing ys 
partment of Barclays Bank Ltd. 

‘rwin | London, England, has_ been ie 

nem- | Moted by The Dime Savings Bank of 
Brooklyn to the position of auditor. 

House 
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How to meet a payroll 





(at a cost of $3.19) 


Deonmetens hours before factory payday, another adsudiions machine was 
needed fast. At 10 a.m. plant manager ordered one from supplier 400 miles away. 
He specified Air Express, the service regularly used to keep production rolling. 
26-lb. carton delivered same day at 2 P.M.—in time! Shipping cost only $3.19! 
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$3.19 was total cost —and included 
door-to-door service! Air Express is the 
most convenient way for you to ship or 
receive—in addition to being the world’s 
fastest transportation method. 


You get pucutihentiails service with 
Air Express. Shipments go on all flights 
of the Scheduled Airlines. Air Express is 
service you can count on to keep your 
business rolling in high gear. 


Air Express gives you all these advantages 


World’s fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 18,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate.) 










GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 



































166 years ago |- 


New 


On March 21, 1784, Alexander Hamilton gave to William Seton, Fir 
frst | 


cashier of the newly organizing Bank of New York, a letter to the Visi 
amon 
officers of the Bank of North America in Philadelphia. Mr. Seton \\..\ 
brane 
came on horseback to this city to draw upon the experience and \\**- 
. ‘ “ Worl 
advice of the country’s first established bank which was chartered \ 
whic 
; bré 
by the Continental Congress, December 31, 1781. ay 
in its 
i Te 
The 


On March 10, 1812, The Pennsylvania Company was chartered, dusti 


porte 





and soon was contributing greatly to Philadelphia’s growing fame as ie 
a financial center. On June 1, 1929, both these famous Philadel phia Me. 
institutions were merged under the name of The P. ennsylvania Com pany ot 


sreal 
for Insurances on Lives and Granting Annuities, now called The |Eact 


foun 


Pennsylvania Company for Banking and Trusts, and that original lence 


betw 


banking relationship, sponsored by Alexander Hamilton, has now — 


and 


lasted without interruption for 166 years. = 


brar 
used 


ODAY The Pennsylvania Company takes pardon- 
an pride in its age and the fact that many of the . 
leaders of the American colonial era were among its 
clients. We have greater pride, however, in the know]- 
edge that we have kept well abreast of all that is best in 


the development of banking and trust administration. 


PRESIDENT 


THE PENNSYLVANIA COMPANY 
for Banking and Trusts - Philadelphia T 


Member Federal Deposit Insurance Corporation + Federal Reserve System . 
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CANADIAN BANKING 








New Branches 


First Canadian bank branch to use 
saw-tooth counter construction and 
first Canadian branch to be tempo- 
rarily housed in a Quonset hut, are 
among the latest branches announced 
by Canadian banks. The banks in 
Canada are continuing to open new 
branches at the rate of almost 100 a 
year. Close to 500 new branches have 
been added since the end of the Second 
World War. 

The Canadian Bank of Commerce, 
which will open its six hundredth 
branch in September, was the first to 
use the saw-tooth counter construction 
in its Bloor and Church Streets branch 
at Toronto, which opened in mid-July. 
The branch is in a busy retail and in- 
dustrial area, close to a number of im- 
portant transportation junctions. It is 
located in a new business building, and 
has floor-to-ceiling windows on twosides. 

The branch has four teller wickets, 
three of which are of the saw-tooth 
construction. They were designed to 
provide more privacy for the customer, 
greater efficiency and better service. 
Each counter is also provided with a 
fountain pen set for customer conven- 
ience. There are no dividing partitions 
between teller sections behind the 
counter, leaving clear working space 
and easy access to bookkeeping desks 
against the rear wall. 

In announcing opening of this 
branch, Canadian Bank of Commerce 
used large newspaper space to feature 
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By JAMES MONTAGNES 








Quonset hut, Imperial Bank of Canada, Edmonton, Alberta 


Quonset hut handles business during construction of new offices 


its new counter construction, and to 
introduce the staff to the public, pic- 
tures of all staff members being used 
in the advertisement. 

Another new branch built by the 
Canadian Bank of Commerce was 
opened at Islington, a suburban resi- 
dential area of Toronto. This branch 
is in the bank’s own building, and has 
large windows, and an all-glass floor- 
to-ceiling entrance. The low modern 
counter is L-shaped, with four teller 
wickets. Fluted glass partitions on 
the counter separate the customer 


from the teller’s working space. 
. 


The Imperial Bank of Canada is 
rebuilding its main branch at Edmon- 
ton, Alberta, center of Canada’s oil 
boom. While the main branch in the 
business section of the city is being 
torn down, the bank has erected a 
Quonset steel hut across the street, 
and fitted it out to handle the bank’s 
business during the construction of the 
new million dollar four story bank 
building, soon to be erected. 


Locality, service and design are stressed in branch opening 


At left, advertisement locates new branch, introduces staff 
Below, saw-toothed counter, Canadian Bank of Commerce, Toronto 
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ANK ee at Wew York ------ 64 Wall St 


10 A MILLION CANADIANS 
Chicage - - - - 27S. La Salle St. 


San Francisco - 333 California St 





BANK OF 
MonTREAL 


In Canada since 1817 
.--In U.S. since 1859 


500 Branches rtcrose Canada 


RESOURCES EXCEED $2 BILLION 











The Quonset hut used by Imperial 
Bank is 150 feet long, and about two- 
thirds of the quarters is customer space, 
with low wooden counters, with lino- 
leum top, down the entire length of 
the hut. Working space is clearly 
visible to customers. Low teller wick- 
ets with glass partitions are used. 
Writing desks are under windows in 
customer space. The hut is lighted 
with fluorescent lamps, is fully sound- 
proofed, and heating elements are car- 
ried in the roof. A vault has been 
placed in the rear of the hut. 


aa 


The Dominion Bank, head office 
Toronto, has opened its first office in 
Nova Scotia in the city of Halifax. 
The branch is located in an historic 
building, bought by the bank last year. 
The front of the building has been 
modernized, and a modern branch 
bank; has been built on the ground 
floor. 

The front of the new Dominion 
Bank is of gray granite with black 
granite trim. The entrance is re- 
cessed and doors are of oak with nickel- 
ine trim. The interior of the banking 
room is painted a light green, and 
counters are of light oak, with teller 
wickets of aluminum construction. 
Fluorescent ribbon} lighting is used. 














AN INVITATION TO INVESTIGATE 


WHAT'S BEHIND THE NAME, /@xe{te(Zheck 











the name. 


department. 


Checking Accounts. 
other time) 


facilities. 








Laut A trade-name is only as important as the men, the products, the 
quality and, most important, the initial and continuing Service behind 


p> ThriftiCheck, in successful operation countrywide, symbolizes, to 
the public, an easy-to-understand, quality service at low cost. Exclusively 
to but one bank in a community, it means a trouble-free, profitable 


p> ThriftiCheck—and only ThriftiCheck—has been supplying special 
equipment for on-the-spot imprinting as part of its Low-Cost Checking 
Plan for more than 12 years. Besides furnishing complete operating sup- 
plies and volume-producing promotional material, ThriftiCheck now 
offers its sensational automatic-feed, power-operated THRirtTiMatic 
machine which imprints ThriftiChecks in end panel, upper left or over 
signature line, as well as standard-layout deposit tickets. The THRiFTI- 
Matic will also imprint 1, 2 or 3 lines on pocket size checks for Regular 


p> We invite you, while attending the A.B.A. Convention (or any 
to visit us and investigate the ThriftiCheck Plan, the 
TurirtiMatic imprinter, and our other New Business Development 


BANKERS DEVELOPMENT CORPORATION 
31 Nassau Street, New York 5, N.Y: 


REctor 2-7580 
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New Adtertising 


Something new in Canadian bank 
advertising, and probably in bank 
advertising elsewhere, was started by 
the Canadian Bank of Commerce, 
Toronto, when it contracted with a 
number of leading Canadian writers 
and artists for 800-word short stories 
to be printed in the center spread of 
Canadian magazines. The only refer- 
ence to the bank is at the end of the 
short story, which reads: ‘Published 
by The Canadian Bank of Commerce 
because we liked it.” 

First of the advertisements ap- 
peared in August issues, and three 
more are planned for November and 
January issues and one for French- 
language magazines and week-end 
papers. The series was started to en- 
courage Canadian writers and artists, 
and to humanize the bank in the read- 
ing public’s eyes. It is expected that 
the bank will be swamped with short 
stories by Canadian writers, and tenta- 
tive plans call for setting up an advi- 
sory committee to sift out these 
stories and expand the series. 


Sd ¢ o 


Personnel Changes 


Thomas Reginald Richardson has 
been appointed manager of the Mont- 
real branch of the 
Imperial Bank of 
Canada. Coming 
to his new post 
from managership 
at Galt, Ontario, he 
started with the 
bank at Ingersol, 
Ontario, in 1908, 
and saw service in 
various positions at 
branches in Winni- 
peg, Sault Ste. 
Marie, Vancouver, Kitchener and Pres- 
ton, until his appointment to Galt in 
1931. 


T. R. RICHARDSON 
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Dollar Trade Widens 


Use of the Canadian dollar with 
countries of Europe is_ spreading. 
Latest country to be added to the list 
is Austria. An announcement of the 
Department of Finance at Ottawa, 
states that trade between Canada and 
be carried on in 
either United States or Canadian dol- 
lars. Formerly Canadian exporters 
had to obtain United States dollars 
from Austria in payment for merchan- 
dise. This arrangement also allows 
Canadians traveling in Austria to use 
Canadian dollars. Other countries un- 
der this arrangement are Denmark, 
France, Belgium, Luxembourg, Nether- 
lands, Norway, Sweden, Switzerland, 
Italy and countries in the sterling 
currency area. 


Burroughs Clearing House 
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THE BOOKLET COUNTER 








‘‘Prudent Man”’ Investing... 
The obligations and opportunities of 
trustees under the “rule of prudence” 
are discussed in this booklet just issued 
by the investment firm of Kidder, 
Peabody & Company, and there is also 
the full text of New York State’s 
modified version of the “prudent man” 
law now in effect in 20 other states. 
The booklet outlines the responsibili- 
ties of New York trustees in the selec- 
tion and management of investment 
portfolios, and gives a full explanation 
of the principles which should govern 
the “prudent” investor, including: full 
investment information, ‘reasonable 
income,’ long-range value, appropri- 
ateness to the individual trust, and 
supervision. 


A Guide to Welfare and Pen- 
sion Planning . . . Some suggested 
answers to questions of major impor- 
tance that must be settled before an 
organization can adopt an employee 
benefit plan. They involve such fac- 
tors as advantages and real costs, what 
constitutes a balanced plan, what 
should the benefit schedules be, should 
the plan be trusteed or insured, what 
tax benefits should be sought, the 
relative advantages of profit-sharing 
or incentive plans versus straight 
pension arrangements, and the best 
method of financing such programs. 

An available companion brochure 
provides a guide to the revision of em- 
ployee welfare and pension plans. It 
includes a review of seven case histories, 
citing the problems arising from existing 
plans and the solutions developed to 
correct these difficulties. Another 
feature is a description of some of the 
major points to check in order to 
determine whether an existing plan is 
operating at top efficiency. 


Profit or Loss in Construction 
. « « One of the nation’s authorities 
on construction loans presents certain 
rules and practices which he recom- 








These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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“PRUDENT MAN” | 
INVESTING =| 


To aid trustees 


mends for those lending money on 
construction work or engaged in the 
construction industry or in suretyship. 
He groups some of the rules he applies 
in passing on construction credits 
under four general heads: analysis of 
financial statements and profit and 
loss figures; intangible factors not dis- 
closed by financial statements; things 
beyond the contractor’s control, but 
which must be considered; and, other 
problems to be confronted when appli- 
cation is made for a specific bond or 
loan. 


Your Farm... Your Family 
. -- Recognizing that farmers not only 


have the usual need for well-drafted 
wills and estate plans but also have to 
make provision in many instances for 
farm management after their death, 
the First National Bank and Trust 
Company, Lexington, Kentucky, has 
developed an excellent plan wherein 
its farm and trust departments co- 
operate in meeting this dual need. The 
service is described and illustrated in 
detail in this effective promotional 
booklet. Important points are covered 
in question-and-answer form, and a 
specimen data sheet for a typical farm 
shows how the bank keeps a running 
index on improvements, crop lands, 
and field history. 


Automobile Finance Insurance 
. - « Booklet designed to provide a 
better understanding of this vital 
adjunct to consumer credit. It con- 
tains an interesting review of the 
progress made during the past 25 
years in safeguarding the financing of 
automobiles, through improved insur- 
ance protection. Recommendations 
are made as to types of coverage. Also 
outlined is a time-saving method of 
calculating earned premiums. 


Audographs . . . A promotional 
piece entitled “Now We Really Get 
Things Done,” cites the many advan- 
tages of the audograph electronic 
soundwriter, or dictation machine. 
The recording is made on paper-thin 
flexograph discs which can be mailed 
at ordinary letter rate without fear of 
breakage. Diagrams and photographs 
illustrate the executive and secretaria! 
models. Other uses for the audograph 
include recording telephone conversa- 
tions, conferences, interviews, etc. 


Farm and trust departments co-operate in dual need 
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ARGUMENTS? Lots of them. But out of these 
friendly, fact-finding FPRA convention discussions, 
among men and women in advertising, banking 
and other fields, valuable ideas reflecting varying 
points of view are developed. You'll profit from 


them. 





FUN? Certainly. Boston is a big-league town in 
every way. It’s too early for the World Series, of 
course. But there’s every variety of entertainment 
to match your mood for relaxation. And you'll find 
your fellow FPRA’ers a mighty harmonious group. 





MEDIA? You name it—FPRA has it. Clinics on 
newspaper advertising, radio, television, outdoor— 
all media. If you’ve got fixed ideas about certain 
media, bring them along. Maybe you'll find con- 
firmation—more than likely you'll develop greater 
objectivity. 


From all over America, they are going to converge on 
Boston, September 18 through 21, to attend the 35th 
Annual Convention of the Financial Public Relations 
Association. If you are interested in any aspect of 
financial public relations, you ought to be there, too. 
Why not send your reservations to Preston E. Reed, 
Executive Vice President of the Association, 231 South 





La Salle Street, Chicago 4, Illinois. 
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work? Yes, sir. Every FPRA convention is a coats- 
off-sleeves-rolled-up affair. Illustration: in the four- 
day meeting in Boston there are 58 convention 
sessions, consuming 84 hours of time. You can’t 
make all the sessions, of course, but make the ones 
that count most for you. 





SPEECHES? Just exactly 2.5% of convention session 
time will be devoted to formal speech-making, 
Taking speeches away from a convention is like 
stealing candy from a baby—but we've cut ours 
to a minimum. No time for them—too much work 
to do. 





Wives? The old gags about bringing wives to con- 
ventions, especially the FPRA convention, went 
out of style with the double-deck bustle. Bring the 
Mrs. along. We've made special plans to entertain 
the little woman—and she'll love you for it. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Cashier’s Cheek 


Although it had been ordered by a 
court not to do so, a Florida bank 
paid its cashier’s check when presented 
by a holder in due course. 

Originally Ruth Rusciano purchased 
the check, payable to the order of one 
Hazel Rutherford. The payee en- 
dorsed the check in blank and cashed 
it at another Florida bank. Shortly 
thereafter Frank Maxa, Sr. brought 
suit in the local court, naming Hazel 
Rutherford, J. Rusciano and the issu- 
ing bank as defendants. Maxa alleged 
that about a year previously Hazel 
Rutherford had induced him to buy a 
restaurant business in Florida for 
$7,500; that in the transaction she had 
fraudulently procured the transfer of 
the business to herself; that thereafter 
she had fraudulently persuaded him 
to marry her and that subsequent to 
the marriage she had sold the restau- 
rant business to one J. Rusciano, who 
had paid a portion of the purchase 
price by means of the cashier’s check 
bought by Ruth Rusciano from the 
defendant bank; that the check had 
not been presented to the issuing bank 
for payment and that unless Hazel 
Rutherford Maxa was enjoined and 
restrained from cashing the check, she 
would obtain the proceeds thereof and 
abscond. 

As a result of this suit the court 
entered a temporary restraining order 
enjoining Hazel Rutherford Maxa 
from cashing the check and enjoined 
J. Rusciano from paying to her any 
further part of the purchase price of 
the restaurant business. Further the 
court enjoined and restrained the 
issuing bank from honoring or cashing 
its cashier’s check. Shortly after the 
court’s order was served on the issuing 
bank the check, bearing the endorse- 
ment of Hazel Rutherford as payee 
and the endorsement of the bank 
which had cashed the check for her, 
was presented for payment by another 
bank. The issuing bank paid the check. 

After taking testimony, a Master 
appointed by the court filed a report 
recommending that the issuing bank 
be ordered to pay to the plaintiff, 
Frank Maxa, Sr., the same amount 
which it had paid out on its cashier’s 
check. As a result, the court entered 
an order requiring the bank to do this. 

On appeal, the Supreme Court of 
Florida said: 


September, 1950 


District of Columbia 


“We can find no valid basis in the 
record for that portion of the final 
decree which found the bank liable to 
the plaintiff. As is shown by the 
record in the cause, and as was ex- 
pressly found by the special Master, 
Miami Industrial Bank (which was 
never a party to the suit) became and 
was a holder in due course of the 
cashier’s check executed by the issuing 
bank before the suit between Maxa 
and his wife was instituted and before 
any restraining order was _ entered 
against the issuing bank. Because of 
the position occupied by Miami Indus- 
trial Bank, as a holder in due course 
of the check, it held the check freed 
from all personal defenses or prior 
equities subsisting between the origi- 
nal parties to the instrument. 

“Unless, therefore, the restraining 
order which was served on the issuing 
bank was broad enough in scope to 
enjoin the payment of the check to a 
holder other than the payee Hazel 
Rutherford, the issuing bank became 
liable to the Miami Industrial Bank 
for the payment of the check upon its 
presentation, with no way of ultimately 
avoiding such liability, the check being 
a primary obligation with no right of 
countermand. The issuing bank, more- 
over, became confronted with the real 
possibility of being charged with 
protest fees and interest if it refused 
to pay the check upon due present- 
ment by the holder. 

“Faced with the consequences of 
liability to a holder in due course for 
refusal to pay the check for which it 
was primarily liable, on the one hand, 
and the possible consequence of violat- 
ing an injunction order which, though 
it did not say so, might have been 
intended by the chancellor to have been 
broad enough in scope to enjoin such 
payment, on the other, the bank 
sought an interpretation from the 
chancellor who had first entertained 
the proceedings as to his intentions 
with respect to the order, which though 
definite, clear, unambiguous and cer- 
tain enough in its terms, was neverthe- 
less bottomed on the prayer of a bill 
which sought much greater relief than 
was accorded in the order. 

“Throughout the entire transaction 
the bank acted with the utmost good 
faith in cashing the check in the hands 
of the holder in due course —at least 
there is not one scintilla of evidence 


in the record to suggest anything to 
the contrary. We think, therefore, 
that under the circumstances the bank 
acted within its rights in paying the 
check to the holder in due course; for 
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about a business or industrial expan- 
sion in Canada? If so, you'll need 

a “seeing eye” for the facts about 
foreign exchange, raw materials, 
power, transportation, and many 
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Since 1855, we have built a fund 
of accurate information on 
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and provide a complete, 
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certainly the restraining order did not 
by its terms purport to enjoin such a 
transaction nor did the chancellor who 
entered the order intend that the order 
should be given a construction broader 
than that warranted by the use of the 
language employed. Accordingly, that 
portion of the decree entered in the 
cause by a chancellor other than the 
chancellor who entered the temporary 
restraining order, whereby the bank 
is decreed to pay the amount of the 
cashier’s check to the plaintiff should 
be reversed with directions that the 
bank be absolved from liability to the 
plaintiff.”’ (Riverside Bank vs. Maxa, 45 
Southern Reporter, Second Series, 678.) 


° ° * 


Letter of Credit 


A Mexican corporation bought cer- 
tain merchandise from a seller in Cali- 
fornia named Gonzalez. The transac- 
tion was financed through an irrevoca- 
ble letter of credit which a Mexican 
bank sent to a California bank with 
instructions to pay the money to 
Gonzalez upon his delivery of certain 
documents. Upon receipt of the letter 
of credit the California bank notified 
Gonzalez that it would pay him the 
money upon his delivery of the speci- 
fied documents. 

Before payment was actually made 


to Gonzalez, however, the Mexican 
bank instructed the California bank to 
notify Gonzalez that the merchandise 
for which the letter of credit was issued 
must be new. Thereafter Gonzalez 
delivered the required documents to 
the California bank, which paid to 
him the full amount of the letter of 
credit. 

A dispute arose over the quality of 
the merchandise, it being alleged by the 
buyer that the goods shipped were not 
up to sample. An outgrowth of this 
controversy was a suit by the buyer 
against the California bank on the 
ground that the bank had paid the 
letter of credit without exacting from 
Gonzalez a guarantee that the ship- 
ment would be new. 

Ruling that the bank had properly 
paid the letter of credit and was not 
liable to the buyer, the Federal Dis- 
trict Court said: 

“Tt is clear that no recovery can be 
had against the defendant bank. There 
was no direct contractual relation 
between the bank and the plaintiff. 
The bank, through its Mexican bank- 
ing representative, received the irrevo- 
cable letter of credit payable to Gon- 
zalez. Upon its receipt, Gonzalez was 
notified. This notification bound the 
bank to honor the letter of credit upon 
surrender of certain instruments, which 
the forwarding bank had made a con- 





dition. These instruments were actu- 
ally supplied. 

“Tt is true that before the money wiis 
paid over, the forwarding bank sent a 
communication to the defendant bank 
asking them ‘to notice and notify the 
beneficiary that the mentioned mer- 
chandise must be new.’ 

““Assuming that the conditions ai- 
tached to a letter of credit are subject 
to modifications before notification, 
there is no writing in the record which 
required the defendant bank to with- 
hold payment unless the additional 
written guarantee was given by Gon- 
zalez that the shipment would be new. 
And neither from the original instruc- 
tions of the forwarding bank, nor from 
what occurred subsequently, can we 
infer an obligation on the part of the 
defendant bank to inspect the mer- 
chandise and see that it conformed to 
sample’. (Distribuidora vs. Gonzalez, 
88 Federal Supplement, 538.) 


° ¢ ° 


Note for Pinball Machines 

When the payee of a promissory note 
sued the maker thereof in a Federal 
court in Texas he was met with the 
defense that the note had been given 
for gambling devices and was there- 
fore without legal consideration. 

In discussing this, the court said: 

“The machines which the plaintiff 
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phase of this service. 
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value of our being “at home” to them in 
Chicago. Such association has made it possi- 
ble for American National to be of service to 
its correspondents in many special ways. 

If you or your depositors have interests in 
Chicago, our experience and location can be 
of help to you. In every instance, we offer 
prompt, experienced, interested cooperation 


that many banks have found of unusual 
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Logic 


“In servicing a residential community we 
welcome thrift accounts both large and small. Our 
main purpose is to provide a safe place for the savings 
of our neighbors in the communities we serve. Many 
of our accounts have had small beginnings... but have 
grown gradually and systematically into some of our 
most profitable accounts. We, of course, consider the 
careful administration of all our accounts as a part of 
our contribution to the financial welfare and stability 
of our community. 
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“The Christmas Club keeps our bank in 
closer personal contact with our community, broad- 





HERMAN L. PAPSDORF, PRESIDENT ; re 
Hamburg Savings Bank ening the value of our public services. And it brings 


a into our bank regularly Christmas Club members who 


are logically potential customers for other services of 


our bank.” \ 
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@ During regular visits to your bank, thrift- 
conscious Christmas Club members develop 


potential customers for your many services. 


@ That’s why Banks that have Christmas Club 
are Banks that grow! 


CHRISTMAS CLUB 


A CORPORATION 
FOUNDED BY HERBERT F. RAWLL 


341 Wadison Avenue, New York 17 
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THERE’S A WHALE OF 
A DIFFERENCE 


PAPER can make a whale of a 


difference in the appearance of your 
business forms. Especially if it’s Atlantic 
Bond. This fine paper is crisp and busi- 
nesslike ... makes your messages im- 
pressive and easy to read. Ask for it in 
White, Cream or any of twelve attrac- 
tive colors. You’ll be pleased with the 
quality — and the price. 
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sold to the defendant were what may 
be termed, pinball machines, baseball 
game machines, or, marble machines. 
It seems that the player of either of 
the machines, so sold, placed a coin in 
the machine and then if the metal ball 
which was propelled by a plunger in 
the hand of the player, by its contact 
with certain springs and apparatus, 
registered a sufficiently large score, the 
player was entitled to another game 
free. Each of the machines returned 
free plays in the event the player was 
thus successful.” 

These machines were in violation of 
a Texas statute and had been declared 
by the Texas courts to be illegal 
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ELECTRIC COIN COUNTER 


MODEL 4ET-5 Electric Coin Counter for all coins. 
Locks after counting 20, 25, 30, 40 or 50 coins; 
or counts indefinitely into a bag. Register can be 
easily reset to zero. New mechanism eliminates 
wear and friction. Equipt with crimper and foot 
treadle on stand. Fast and durable. 





RAPID COIN ASSORTER 


The best portable, motor-driven coin assorter on 
the market. Separates mixed coins at approximately 
1,200 per minute. Simple operation. Black enamel 
on steel with aluminum receptacle. 


All Abbott Counting Machines can be furnished 
for all Foreign Coins and Tokens at NO EXTRA 
COST. Write for complete information and catalog 
of MONEY HANDLING SUPPLIES including new 
aluminum currency trays with covers. 


ABBOTT COIN COUNTER CO. 


143rd STREET & WALES AVENUE 
NEW YORK 54, N. Y., U.S. A. 








gambling devices within the meaning 
of the statute. The state couri’s 
opinions as to such machines being 
gambling devices had previously been 
supported by the United States Cir- 
cuit Court of Appeals for the Fifth 
Circuit. 

Following these previous decisions 
to the effect that the pinball machines 
were gambling devices and hence 
illegal, the court continued: 

“The promissory note sued on, 
therefore, is not supported by a legal 
consideration. A ‘consideration’ is 
something of value in the eye of the 
law, which moves from one person to 
another. Such consideration may not 
be illegal. A consideration is the 
material cause of the contract evi- 
denced by the note and will not be 
effectual or binding unless it is legal. 
The consideration being illegal, the 
maker has a right to avoid the note.” 

Judgment in favor of the defendant. 
(Williams vs. Prock, 86 Federal Sup- 
plement, 447.) 
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THE A.B. A. CONVENTION 


(CONTINUED FROM PAGE 27) 


tress and bitter controversy, with the 
nation swept by a depression while its 
financial institutions fought to halt a 
wave of bank closings and to increase 
confidence in national bank currency. 
Since then, the association’s life has 
been punctuated by war, threats of 
war, cycles of boom-and-bust. 

Official A. B. A. archives credit two 
St. Louis cashiers, James T. Howen- 
stein and Edward C. Breck, with 
initiating the first organizing move. 
The story is that they were passing 
by a women’s suffrage meeting one 
evening in January, 1875, and the 
thought occurred to them: why 
couldn’t bankers also get together and, 
through co-operation, accomplish the 
things they wanted most—to over- 
come the panic and effect the resump- 
tion of specie payment? 

The thought was turned into action. 
In April, 1875, invitations to attend a 
convention of bankers in Saratoga 
Springs, New York, were sent out to 
every bank in the United States. 
About 350 bankers from 32 states and 
territories responded to the call. Ac- 
cording to reporters of that day, the 
A. B. A. got away to an unpromising 
start. Few national banks were repre- 
sented and many leading bankers 
pointedly ignored the fledgling organi- 
zation or regarded it with amused 
tolerance. The convention committee 
was sorely pressed to raise the $2,000 
it cost. Nevertheless, progress was 
made, chiefly in the appointment of a 
committee to make plans for the final 
unified organization. 
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AUTOMATIC FEED. For quick, 
efficient endorsing operations, 
the automatic feed attachment 
(available for Cummins 270) 
affords high speed endorsing at 
a rate of 25,000 per hour. 


Here is the latest in efficient endorsing operation, the revolutionary, new CUMMINS 
High Speed Electric Endorser. Checks and similar items of mixed sizes are automatically 
fed, endorsed, dated and stacked in sequence by the CUMMINS 270 at a rate up to 450 per 
minute — over 25,000 per hour! Best of all, the endorser can be used in any department, 
both automatically or hand-fed. 


CUMMINS 270 available for ‘“‘no protest” operations. Adapts to simultaneous endorse- 
ment and date printing on back of check, while printing "NO PROTEST” on face of check. 


Burroughs - Bell & Howell Microfilm 





ONLY CUMMINS offers these features: CUMMINS INK FOUNTAIN — Fill only once a pret a eee vi a4 — e 
ulti-Furpose Ma i - 
month; no messy felt ink rollers to soak or change. Exclusive ink fountain provides uniform film ecunie. io Soman ae ~teraiol 
inking of every endorsement. Clean, sharp and legible; no over-inking at start of run — no eliminates one oe operation by endors- 
oniaiath ibalpeareiict cardia iy : 
faint endorsements at end of run. PERPETUAL DATING UNIT — Month, day and year . plroern incl a 
quickly changed by turning perpetual date wheels. CHECK COMPARTMENT — Hopper to operate as a separate unit when desired. 
expands to stack in sequence forms or documents larger than check size. Up to 10 x 12 in. 
CALL THE CUMMINS MAN TODAY ... IN PRINCIPAL CITIES, Pessseqeeeseessseeseeessseeaesserns 
OR MAIL COUPON ’ & Cummins Business Machines Corp., Chicago 40, Ill., Dept.BC-9 § 
4 Simply clip to your letterhead and mail. ‘ 
In Business and Banks Since 1887 B Please send us complete information on the new Cummins 270 . 
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We specialize in forwarding of 
funds abroad for our banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 


Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- * 
mestic banks to establish or extend 
their own remittance service. We 
welcome your inquiries. i + 






‘Public National 
_ BANK AND TRUST 
- COMPANY OF NEW YORK 


Main Office: 37 Broad Street 


Member: Federal Reserve System 
New York Clearing: House 
Association, Federal Deposit 
’ Insurance Corporation , 
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The following year, at the second 
national convention held in Phila- 
delphia, the permanent organization 
plans were adopted. 

The A. B. A. sunk its baby teeth 
into knotty problems of national 
finance at a very tender age. In 1877 
it appealed to the House Ways and 
Means Committee for removal of 
onerous Civil War taxes affecting 
banks. Two years later it won a hard- 
fought battle for specie resumption — 
a major issue of the day. 

Throughout its history the Associ- 
ation has steadily broadened the scope 
of its interests, and has rounded out 
its structure to make possible more 
and more active participation in the 
financial affairs of the nation. 

The first of the A. B. A.’s present 
33 working groups was formed in 1881 
when the Standing Protective Com- 
mittee was instituted to wage war 
against crime activities directed at 
member banks. 

One by one, other functions have 
been added, including the Trust Divi- 
sion in 1896, the Savings Banks Sec- 
tion in 1902, the State Association 
Section in 1910, the National Bank 
Division in 1913, and the State Bank 
Division in 1916. 

Besides these broad groups, there 
have been organized seven commissions 
concerned with country banking, the 











In The Detroit Area... 


Manufacturers National Bank, with offices 
in Detroit, Highland Park and Dearborn, 
is ideally situated to work with corre- 
spondent banks and corporations transact- 


ing business in this great industrial area. 


With Canada just across the river, this 
bank is also in a position to handle 


Canadian items promptly and effectively. 


MANUFACTURERS NATIONAL BANK 


DETROIT . 


Member Federal Deposit Insurance Corporation 


HIGHLAND PARK + 


DEARBORN 














problems of small business, bank 
operating procedures and management, 
credit policies, banking problems re- 
lated to domestic and foreign trade, 
and economic changes and trends. 
Throughout the years there have 
also been formed councils for such 
fields as public relations and research, 
and a large group of committees which 
assist banks in such activities as serv- 
ice to war veterans, state and Federal 
legislation, relationships with insur- 
ance underwriters, representatives of 
law enforcement agencies, and manu- 
facturers of protective equipment. 


ONE epochal step came in 1900 when 
the American Institute of Banking 
came into being. Another educational 
landmark in the A. B. A. history came 
with the founding of The Graduate 
School of Banking in 1935. An addi- 
tional educational project, the A. B. A. 
library, was begun in 1911 with an 
appropriation of $50, a pile of maga- 
zines and about 200 books; today it is 
one of the finest financial libraries in 
the country, with some 14,500 books. 
As the association expanded its 
services to banking, it became neces- 
sary to launch various publications to 
keep members informed of develop- 
ments. In July, 1908, the first issue 
of the Journal of the American Bankers 
Association rolled from the presses. 
Renamed Banking in 1934, the maga- 
zine now heads a family of A. B. A. 
publications that includes Paton’s Di- 
gest of Legal Opinions, the Trust 
Bulletin, and the Protective Bulletin. 

And long before the broad field of 
public relations attained its present- 
day importance, the A. B. A. estab- 
lished a department to obtain more 
favorable publicity. Steadily, since 
1914, this department has extended its 
services in advertising and related 
fields. A long-established News Bu- 
reau has been potent not only in the 
interest of organized banking, but in 
public education on financial matters 
of national concern. 

Thus today, the A. B. A. provides 
services and information to its mem- 
bers in almost every field of interest to 
banks. And in the field of public 
service, too, the association has con- 
stantly broadened its activities over 
the years. In World War I, organized 
banking was responsible for much ol 
the success attending the Liberty Loan 
flotations. An expanded role was 
undertaken by the A. B. A. during 
World War II. It had a nationwide 
organization to promote the sale ol 
war bonds. Committees were formed 
to help banks make loans to finance 
war production, to help the Treasury 
make plans to finance the war, and to 
promote farm loans on needed crops. 

Following World War II, activities 
of the association were focused on 
combating inflation through wise use 
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Customers like to deal with banks that use 
Burroughs Commercial Teller’s Machines because 
these machines let them get in and out fast, and 
give them clear, accurate records of their transac- 
tions. Tellers like the machines because they speed 


BURROUGHS up and simplify the work, help prevent errors, and 


cut down balancing time. It’s easy to gain these 


COMMERCIAL TELLER’S benefits in your bank. We'd like to tell you how 


easy it is. Call your local Burroughs man today. 


MACHINES 





“Our experience has proved that depositors get faster service. Neither | “Speeded up handling of depositors’ and tellers’ cash proof... 
the bank, our tellers or our depositors would ever consider a return helped reduce and assisted in locating cash differences. Gave positive 
to the old pen and ink system.” Washington Union Trust Co., identification to deposit. Gave each teller his own adding machine.” 
Washingion, Penna. The First National Iron Bank, Morristown, New Fersey. 





“From the start our depositors cooperated with us and agreed that “Since we began using these machines we have noticeably speeded 
we were giving them the latest, most up-to-date operation. The up our window work ... and the tellers’ work has been considerably 
machines have achieved for us the results you said they would.” simplified. Our customers are pleased with the service.” The National 
Farmers Bank of the State of Delaware, Dover, Del. City Bank of Rome, Rome, Ga 


WHEREVER THERE’S BUSINESS THERE’S B u Yr ro u oh fon, m8 
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Strength 

Of 60 Ibs. ! Gay ae 
STEED: &4rRONG 
FEDERAL BILL STRAPS 


M*° of 50 Ib. best quality Kraft 

paper, “’Steel-Strong” Federal Bill 
Straps have a tensile or breaking 
strength of 60 Ibs. per square inch. 








Normal and reversed figures, plus dif- 
ferent color for each denomination, in- 
stantly discloses value of package, in 
any position. Special clean, sanitary, 
vegetable adhesive sticks instantly. 


Free Samples 
Write today, to Dept. B 
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The C. Le DOWNEY Company 


HANNIBAL, MISSOURI 
Worlds Largest Mfrs. of Coin Wrappers 















of credit. Today, the A. B. A.’s chief 
program is the maintaining of banking 
flexibility so that banks will be well 
prepared to meet the problems ahead, 
whatever they may be. 

As the Diamond Anniversary Con- 
vention considers the pressing prob- 


* 





lems of the day, there is comforting 
assurance for banks and the public in 
the fact that the voice and collective 
action of banking centers in an organi- 
zation with such a splendid 75-year 
record of skill and accomplishment as 
the American Bankers Association. 
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SPEEDING WINDOW SERVICE 


(CONTINUED FROM PAGE 29) 


the teller with the proper form already 
prepared. Second, since the member 
himself recorded the transaction in his 
savings book, he has eliminated any 
need for a teller’s entry in a passbook. 
Thus, the necessary requirements have 
been set up for a fast teller operation, 

The teller operation itself is mecha- 
nized and is likewise both simple and 
fast. It consists primarily in issuing a 


receipt for the transaction. This is 
provided by a _ window receipting 


machine. For example, when Mrs. 
Mary Saver appears at the window 
with a “savings added” ticket pre- 
pared for a cash deposit of $25, the 
teller accepts the deposit, drops a 
receipt form in the machine, enters 
the date, the number of Mrs. Saver’s 





NEW TYPE PORTABLE 
ALUMINUM TELLERS BUSES 





Leading banks are rapidly discover- 
ing the convenience, economy and 
greater efficiency which these NEW 
lightweight aluminum teller’s buses 
afford in the orderly handling of 
coins and currency. 


They are precision constructed of 
the finest aluminum and can be 
built to meet individual require- 
ments. They weigh about half as 
much as steel and can be handled 
easily by women tellers. 


The arrangement of the bus shown enables tellers to carry all work in a com- 


pact unit which eliminates frequent trips to the vault. 
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PORTABLE BUSES TODAY! WRITE FOR BROCHURE 


QUALITY PRODUCTS COMPANY, INC. 
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account, which is 6300, and _ the 
amount of $25 on the keyboard, flips 
a motor bar to print the receipt and 
has it ready to hand Mrs. Saver to 
complete the transaction. The whole 
transaction has probably taken some 
fifteen seconds. 

If Mrs. Saver wants to make a with- 
drawal, or make a payment on the 
Savers’ mortgage, or purchase a money 
order, or use any other service involv- 
ing cash, the window operation is 
essentially the same and a _ similar 
receipt is issued. 

As the teller prepared the various 
receipts, she also prepared, automati- 
cally, a journal of window transac- 
tions. This provides a _ complete 
record of teller transactions as they 
occur as well as totals of savings addi- 
tions and loan payments, savings with- 
drawals, checks received, cash received, 
and cash paid out. Thus, at the end 
of the day, it is a simple matter for 
the tellers to balance. 

There is little opportunity for wait- 
ing lines to develop under the new 
plan; the member is in and out of the 
lobby so quickly there is no appear- 
ance of congestion, even in _ peak 
periods. And it has never been neces- 
sary for us to open another window. 
The two tellers on a busy day handle 
over 300 savings: transactions, 250 
loan items, cash 75 checks and carry 
on their miscellany of other duties. 

Our bookkeeping on savings addi- 
tions and withdrawals is handled by 
two bookkeepers on the day following 
the window transactions. Sorting of 
tickets by account numbers is the first 
task of the bookkeepers at the begin- 
ning of the day. Actually, except on 
busy days, the tellers usually sort their 
own tickets in spare time. 

After the tickets have been sorted, 
the bookkeeper is ready to begin the 
posting. This, it should be noted, is a 
ledger and statement operation. The 
bookkeeper first inserts a journal in the 
machine, and is then ready for work 
with the member receipts. Ledger 
and statement sheets are placed side 
by side in the machine and are both 
posted in the same operation, as indi- 
cated in the illustration on page 29. 

The statements are mailed every 
month to members whose accounts 
have been active. This, of course, in- 
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cludes the mailing of statements to 
all members whose accounts have been 
credited with dividends every six 
months. Thus, members are able to 
make their own dividend entries in 
their savings books. 

Our two bookkeepers, incidentally, 
also handle the association’s mortgage 
loan accounting. As payments are 
mailed to the association or made at 
the window, the tellers record them 
as part of the cash handling operation. 
Tickets covering the payment then go 
to the bookkeeping department which 
prepares a combination receipt for 
payment and statement of next pay- 
ment as part of the operation. This 
is then mailed to the member. 

We have already stressed the fact 
that cash handling and bookkeeping 
are separated in our operation. What 
this means, primarily, is that savings 
added and savings withdrawals, and 
all incoming and outgoing cash, can be 
accounted for daily. This sets up the 
requirements for our accounting con- 
trols. Among the other new forms 
that we have had printed is an account- 
ing control sheet. This provides spaces 
with headings corresponding to the 
various tickets covering the various 
transactions. Each day, after the 
tickets are sorted, we run off our own 
controller’s adding machine lists of 
these tickets to obtain our control 
figures. These are transferred to the 
control sheet and it is to these that 
tellers and bookkeepers balance. 


HERE is another substantial benefit 
to the association in the new progam 
that has not yet been mentioned. This 
is the continuing, and automatic, 
verification of accounts that is provided 
by the regular mailing of statements to 
members. As a result of this, it has 
been possible for us to eliminate 
the necessity of obtaining this verifica- 
tion through an independent audit. 
Thus, if we were to summarize the 
advantages of our present program, 
we could already list the following: 
1. Faster window service. 2. Better 
audit controls. 3. Automatic account 
verification. 4. Simpler handling of 
accounts by mail. To these, we could 
well add: 5. One-stop service at tellers’ 
windows. 6. The elimination of the 
necessity for issuing duplicate deposit 
tickets or temporary receipts. 
Our cost figures on the operation of 
the new plan so far have covered only 
a relatively short period. We feel 
quite safe in saying, however, that the 
cost will be below the average, at the 
least, for the combined teller and book- 
keeping operation. Our total operat- 
ing costs for the month of July were 
$10,145. This is equal to fifteen one- 
hundredths of one per cent of our total 
assets. 
Our members have been especially 
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new plan and the fast window service 
it has made possible. Among other 
savings and loan associations the plan 
has attracted considerable attention. 
In fact, news about the plan has spread 
rapidly and has already brought us 
literally scores of visitors and mail 
inquiries from practically all parts of 
the country. 


A 4 TO GO CAMPAIGN 


(CONTINUED FROM PAGE 34) 


sold four accounts while traveling to 
work on a bus, one of his customers 
being the driver. 

A prospect book was also given to 
each employee. It listed the rules, 
cited the prizes, provided information 
on the four types of accounts involved 
in the campaign, and contained points 
to remember in selling them. Space 
was left for setting down the names of 
prospects. 

The bank went to considerable 
length to help employees obtain new 
accounts through the use of letters, 
cards, and other mailings. A post card 
was devised which staff members 
could address to their friends, telling 
them of the contest and asking them to 
help by opening accounts. Attached 
to the post card was a regular intro- 
duction card on which the employee 
signed his or her name, team, and con- 
ference. About 5,000 of these cards 
were distributed, with good results. 

Also made available were folders 
entitled ““A Message from your Book- 
keeper,” ‘From the Desk of our 
Mortgage Department,” and ‘“‘From 
the Girl Behind the Scenes.” The 
bookkeeper message was enclosed in 
all outgoing statements, the mortgage 
folder was distributed with mortgage 
notices and departmental correspond- 
ence, and the message from the girls 
behind the scenes was signed by the 
utility clerks and placed in correspond- 
ence being sent at that time to savings 
customers of all offices. These various 
invitations to open accounts met with 
considerable success. 

Stickers bearing the question, “Is he 
a prospect?” were placed on all tele- 
phones as constant reminders of the 
campaign. 

Further aiding the selling activities 
of employees was an expanded adver- 
tising and merchandising program. 
Shortly after the campaign started we 
launched a series of large space news- 
paper ads in all three dailies. We also 
started a series of Sunday one-hour 
radio programs, sponsoring the “M-G- 
M Theater of the Air.””’ Eugene W. 
Lewis, chairman of the board, directed 
a business-building letter to all the 
bank’s stockholders. <A. G. Ropp, 
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executive vice-president, sent out 
nearly 10,000 letters to a carefully 
selected list of prospects. 

Each week the bank published bulle- 
tins showing the team standings and 
the names of those employees who 
received special awards. At the end 
of the campaign a final summary issue 
listed the number of merit points won 
by every employee. The bulletins 
were also used to acquaint personnel 
with helpful hints on selling. 

For instance, one point stressed was 
the bank’s convenient 9 a.m. opening 
hour. It was also emphasized that 
individuals purchasing or redeeming 
U. S. Savings Bonds are good prospects 
for personal checking or savings ac- 
counts. Especially was it pointed out 
that present customers are fertile pros- 
pects for additional services. Many 
employees made good use of our sales 
tip that savings accounts could be 
transferred to the Industrial National 
from any other bank merely through 
having the customer present his pass- 
book at one of our offices, permitting 
us to draft on the other institution for 
the account balance. 


TOW comes the payoff. What were 

the results achieved by the time the 

final whistle blew? 

When the campaign was over we 
found that we had opened 9,413 ac- 
counts for a total of $5,015,713, exceed- 
ing our quota and considerably better- 
ing our record for the same period in 
1948 when there was no such contest. 

Some 380 employees, or 60 per cent 
of the bank’s personnel, had partici- 
pated in the merit point awards. The 
record accumulation of any one indi- 
vidual was 28,918 points, a total suffi- 
cient to earn a television set, outboard 
motor, or some other major article. 

The campaign not only brought in 
new accounts but accomplished two 
other important objectives besides. 
First, it acquainted our personnel with 
the details of opening new checking 
and savings accounts. The employees 
become more thoroughly familiar with 
such matters as service charges on 
checking accounts, the use of the draft 
for transferring savings accounts, rules 
and regulations on FDIC insurance, 
use of bank-by-mail deposit envelopes, 
and many other points which were 
valuable in talking with prospective 
customers. 

As a second advantage, our entire 
staff was made more “‘sales conscious.” 
There was considerable friendly rivalry 
among the various teams in each of the 
five conferences. Employees were 
always calling up campaign head- 
quarters to find out the team standings 
before they were posted on the charts. 
Team captains held frequent meetings, 
which led to individuals within the 
groups becoming better acquainted 











with each other. ‘Twice during the 
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BRANDT 


A Complete Line of COIN HANDLING 
MACHINES Characterized by... 


SPEED—ACCURACY — DURABILITY 


From the moment coins are de- 
posited with a bank until they are 
paid out, Brandt equipment is a 
great aid to bankers in handling 
coins with utmost speed and abso- 
lute accuracy. 


Brandt Coin Sorters and Counters sort 
and count mixed coins into separate 
drawers or bags by denomination. 


Coins are counted and deposited in 
wrappers or bags by hand or motor 
driven Brandt Coin Counting and Packag- 
ing Machines. 


The Brandt Automatic Cashier is indis- 
pensable for the rapid paying of coins 
at each teller’s window. 


To round out the line, there are Brandt- 
made coin wrappers and bill straps. 


There you have it. From begin- 
ning to end there is a Brandt 
product that assures absolute 
accuracy and great speed in the 
coin handling detail of banks. 






BRANDT AUTOMATIC CASHIER CO. 


Watertown, Wisconsin 


BRANDT 


COIN HANDLING 
DEVICES SINCE 


1890 


“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office 
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campaign large meetings were held at 
which the names of those who had done 
outstanding work were mentioned. 
This all tended to bring about a better 
esprit de corps in the bank. Moreover, 
sales ability was uncovered which we 
didn’t know we had. 

While we know that there are some 
management objections to such con- 
tests on the grounds of possible em- 
ployee friction, Wage-Hour conflict, 
adverse customer reaction to undue 
solicitation pressure or duplications, 
etc., we did not find any appreciable 
evidence of any of these difficulties. 
We regard our campaign as a success 


not only as a new business stimulant 
but also from a personnel relations 
standpoint. 

Questions are also commonly raised 
as to the expense involved, and the 
permanence of business obtained 
through contests. Our experience was 
that the “4 to GO” drive cost roughly 
$8,200, including the outlays for prizes, 
printing, and all otheritems. A check- 
up six months after the contest re- 
vealed that, of the 9,413 new accounts 
derived, a little more than 1,200 had 
been closed out, leaving a net gain of 
8,200 accounts. Thus it might be said 
that the campaign cost approximately 
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$1 for each relatively permanent ac- 
count obtained. 

In formulating the plans for the 
drive, we received much helpful advice 
from banks that had completed suc- 
cessful campaigns in the past. Many 
ideas and a good share of the published 
material used in our contest had been 
previously utilized elsewhere to good 
effect. 

In this connection we are very 
appreciative of the courtesies extended 
to us by such institutions as The 
National City Bank, Manufacturers 
Trust Company and Irving Trust 
Company, New York City; The Na- 
tional Shawmut Bank, Boston; The 
First National Bank of Minneapolis; 
First National Bank of Portland 
(Oregon); and the Community National 
Bank; Pontiac, Michigan. 

The internal planning and operation 
of the campaign was placed in the 
hands of a committee representing per- 
sonnel, advertising, operations, loans 
and customer relations. This group 
included John B. Richardson and 
Albert O. Werner, vice-presidents; Pal- 
mer C. Pratt and Maurice F. Tehan, 
assistant cashiers; Thomas S. Clayton, 
Thomas J. King and L. M. Thomson. 
The writer served as chairman. 

“Shucks! It’s easy to sell bank 
accounts” said the merchandise-laden 
fellow on the cover of our contest 
catalog. Why not kickoff with a grid 
contest of your own this fall? You'll 
get some new business, and give your 
employees a morale-boosting experi- 
ence along with tangible and highly 
desirable prizes. 


¢ ° ¢ 


BRITAIN'S 
SAVINGS BANKS 


(CONTINUED FROM PAGE 31) 


lished in many of the larger industrial 
plants under a variety of savings 
schemes. Employers are almost in- 
variably co-operative and as payroll 
mechanization becomes more general 
it is easy to add a deduction from wages 
for a savings deposit. As the worker 
never actually sees the money, but 
knows it is piling up for him in the 
bank, he doesn’t miss it. 

The first savings bank is generally 
accepted as that established by the 
Rev. Henry Duncan at Ruthwell, 
Scotland, in 1810 in a simple lime- 
washed stone cottage which still stands 
in the village. Ruthwell was an agri- 
cultural area where crop failures and 
other calamities produced great dis- 
tress among the population, and the 
Rev. Mr. Duncan set about devising 
some means by which the scanty earn- 
ings of most of the workers could be 


Burroughs Clearing House 





guard 
The 
well b 
began 
The « 
bank 
to b 
Hawi 
idea : 
world 
quhor 
savin 
tions 
his fr 
Mr. 
frien 
the i 
the ; 
held 
phia 
open 
follo 
Savi 
New 
char 
from 
am 
weal 
savi 


D' 
devs 
savi 
cha 
thei 
this 
whi 
call 
eve 
Na’ 
ma 
me 


alle 
aga 
the 
am 
in 
op 
ing 
ass 
me 
in 
ust 
th 











ac- 


the 
rice 
uc- 
ny 
led 
Pen 
0d 


len 


all 
ur 
Tl- 
aly 


ial 
12s 
in- 
oll 
ral 
Jes 
cer 
ut 
he 


lly 
Hl, 


1e- 
ds 
ri- 
nd 
is- 
he 
ng 
n- 
be 


ise 








guarded for the inevitable rainy day. 

The news of the success of the Ruth- 
well bank spread rapidly and inquiries 
began to be made from all over Britain. 
The country’s oldest trustee savings 
bank with a continuous history is said 
to be the Hawick Savings Bank, 
Hawick, Scotland. Interest in the 
idea also spread to other parts of the 
world. Another pioneer, Patrick Col- 
quhoun, wrote a number of articles on 
savings banks and provident institu- 
tions in 1816, some of which he sent to 
his friend Thomas Eddy, in New York. 
Mr. Eddy called a meeting of his 
friends on November 25, 1816, with 
the idea of starting a savings bank and 
the same day a similar meeting was 
held in Philadelphia. The Philadel- 
phia Savings Fund got started first and 
opened on December 2, 1816, closely 
followed by the Boston Institution for 
Savings on December 13, 1816. The 
New York Bank for Savings was 
chartered on March 26, 1819. Thus 
from a small village in Scotland began 
a movement which has added untold 
wealth to the world through the small 
savings of the thrifty. 


DURING the past 140 years there 

have been innumerable changes and 
developments in the British trustee 
savings banks. There have been many 
changes in the way the banks invested 
their depositors’ money. At one time 
this was generally placed in Local Loans, 
which in the United States would be 
called Municipal Bonds. Now, how- 
ever, the funds are placed with the 
National Debt Commissioners, who 
manage a large part of British Govern- 
ment finances. 

The National Debt Commissioners 
allow the banks interest at 2.8 per cent, 
against the 2.5 per cent the banks pay 
their depositors. The difference, 
amounting to six shillings in the pound 
in British money, goes to pay the 
operating expenses of the banks, erect- 
ing new buildings, etc. A mutual 
assistance account set up last year 
makes it possible for excess earnings 
in old-established savings centers to be 
used in building new bank offices in 
the South of England, where the trustee 
savings banks have hitherto not been 
so well established. Even with the 
small margin allowed for operating 
expenses, the trustee banks have built 
up a surplus of about £18,500,000, 
indicating that they have practiced 
thrift themselves as well as inculcating 
it in others. Rising costs of adminis- 
tration will, however, cause them to 
spend more in future development. 

It is of interest to note that the 
managers of the trustee banks are 
called actuaries. This is not in the 
insurance meaning of the word, but in 
the old sense, which means ‘“‘keeper of 
records.” 

Many people in Britain are gravely 
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Are Good Security 


You can’t afford to pass up opportunities to be of real service 
to your customers—especially when they need sound 
financial advice. 


Progressive bankers today are advising their customers to 
use St. Louis Terminal Field Warehousing Service when 
inventories are high in relation to liquid assets. 


This method of lending money enables bankers to 


1) Create New Loans secured by bonded warehouse receipts 
2) Convert open-line credit customers to a secured loan 
3) Increase the amount of the customer’s loan safely 


For FREE BOOKLET wire or write 





our nearest office today. 
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disturbed about the economic future 
of the country. This is because pres- 
ent tax policies do not allow either 
industries or individuals to save the 
money required for the renewal and 
extension of new plants, ships, over- 
seas development, or other pressing 
needs for fresh capital which can only 
be provided by saving. 

Economists question the _ present 
policy of the Government in its use of 
the money it collects in inheritance 
taxes, called death duties in Britain. 
Public opinion approves of substantial 
inheritance taxes, but those who 
understand the real situation point 
out that such money should be used 
for productive projects like new power 
stations or new coal mines, thus keeping 
that part of the nation’s capital fund 


intact. Alternatively, the money 
should be used to reduce the national 
debt. 

What actually happens, however, is 
that the money, amounting this year 
to about £180,000,000, goes in current 
day-to-day expenditure, including such 
things as meeting the deficit in the 
national health act, which besides pay- 
ing for free medical attention, provides 
free wigs, teeth, etc., to the public. 
Thus the nation’s capital, accumulated 
over two or three centuries, is being 
rapidly depleted. The problem is, 
where can new savings be found to 
maintain industry and the British 
standard of life? 

Some time ago a fairly wide survey 
into the whole problem of personal 
saving was made in a Midland city 
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having a very wide group of industries. 
The results indicated that aside from 
sporadic saving efforts, with much of 
the war saving coming under that head, 
only about 20 per cent of the families 
interviewed regarded their saving pro- 
grams seriously and persevered with 
them through bad times as well as 
good. 

In view of the size of the problem, 
that clearly is not good enough. The 
great patriotic opportunity which this 
opens to the trustee savings banks is 
recognized by the Trustee Savings 
Bank Association, and they are taking 
strong steps to increase the services 
offered to the public by their member 
banks. Their increasing success is 
taken to mean a turn from the collec- 
tivist theories to the individualism and 
independence which characterized the 
British race in former times. 


* Sl ¢ 


MR. CLUTCHBILL 


(CONTINUED FROM PAGE 35) 


to drive home.” 

‘“There’s something in what Spear- 
hawk says,” nodded Director Clutch- 
bill coming out of a revery of past 
experiences. “It’s hard on your ears.” 

“Ears? .. That’s what you go for, 
to get them sharpened, isn’t it?’ burst 
out Mr. McTavish. 

“Mine pretty near went out on me 
last time,” stated Mr. Clutchbill 
firmly. ‘There was such a hullabaloo 
at the banquet I could only see the 
jaws moving of a feller just across the 
table . . . and he was trying to explain 
to me how he got scalded on a sour 
loan.” 

“That’s what I’m telling you,” 
piped up Mr. Spearhawk, “‘you’re likely 
to get bad news at a convention.” 

“T think I could pick up enough 
money to pay for the whole engage- 
ment ... that isn’t bad news, is it?” 
Mr. Clutchbill gave his gray goatee a 
sidewise cuff and leaned back. 

Mr. McTavish unbuttoned his coat 
and bent forward. “Pick up money 
. . . do you mean poker, Clutchbill?” 

“Tcha! t’wouldn’t do!” frowned 
President Perkins. ‘“‘Us bankers are 
trusted servants of the people. Gam- 
bling? . . . I won’t have it.” 

“IT didn’t say poker,” snapped Mr. 
Clutchbill. “But if Spearhawk will 
take me over, I'll pick up enough 
money to pay both our bills and cover 
the annual dues to the _ banker’s 
league.” 

“Now, Aaron,” interrupted Mr. 
Spearhawk, “‘if there’s anything illegal! 
about this we’ll lose every tail feather 
before we can get out of the hotel’s 
pantry window. You know what a 
mob can do with only table knives.” 
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“Not if I get our own weapons 
limbered up first. I’ve often con- 
sidered the possibilities of this venture. 
I could get a perfect kit of tools in 
Rutlington for this job. Why don’t 
we take a swing up there, Spearhawk?” 

“I might go that far with it,” 
scowled Mr. Spearhawk in a hesitant 
voice. “But I won’t promise to go to 
the convention.” 

‘“‘Faw-w! you'll want to after you see 
what I pick up. Let’s call it to- 
morrow.” 


AFTER Mr. Spearhawk had insisted 

the bank pay the nickel at the park- 
ing meter at the curb the next after- 
noon, Mr. Clutchbill climbed up into 
a loft at Rutlington. 

It was a gun shop. Mr. Phedippius 
O’Toole, the proprietor, laid down a 
newspaper and leaned over a glass 
counter of sporting accessories. 

“Well, what can I do for you today, 
my friend,”’ he nasaled in a slow whistle 
through his nose. 

“T recall,” stated Mr. Clutchbill, 
“there was to be a big trapshoot here 
some ten years ago, and it somehow 
wasn’t pulled off. Did you happen to 
have left over any of those strange 
little ear-protectors they used in the 
good old days?” 

“Hm’f, I'll say I have.”” Mr. O’Toole 
stepped up on an open drawer and 
pawed in a lofty catch-all of antique 
objects. At length he came down with 
a tiny aluminum capsule, opened the 
hinged cover and slid it over the 
counter. 

“Yes, that’s it,” purred Mr. Clutch- 
bill in a hesitant voice. . “They selling 
pretty brisk?” 

Mr. O’Toole looked at Mr. Clutch- 
bill to learn if he was in his right mind. 
“They've laid right there for ten 
years.” 

“TI see they’re marked 75 cents . 

I couldn’t go that.” 

“How'd 20 cents do?” 
Mr. O’Toole in a tired voice. 

“Well, I don’t know. How many 
you got?” 

“Oh, I’m stuck with a hundred of 
em.” 

‘“Hm-m, I might give 15 cents each 
for the hundred.” 

“Well, my gosh! you take them!’ 
burst out Mr. O’Toole holding his 
breath in a sort of shocked surprise. 
“IT never expected to unload that mess 
in one swipe.” 

Mr. Clutchbill laid down $15 and 
descended the dark stairway to Mr. 
Spearhawk’s car. 

“T got them for $15,” he gloated, 
climbing in beside Mr. Spearhawk. 

“Fifteen dollars! Aaron, are you 
crazy?” 

“You wouldn’t think so if I got $300 
for them, would you?” 

“Lemme see one of the cussed 
things?” sniffed Mr. Spearhawk. 
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The old director picked one out of 
the box and handed it over. 

““Hm’f, it isn’t a vitamin pill, is it?” 
Mr. Spearhawk rolled the little amber- 
colored ball around in his palm. 


“Mm-m, in a way, it is.”’ 

“What is this little hook sticking 
out on one side? Anchors it to your 
gizzard, I imagine.” 

“Higher up than that, Mr. Spear- 
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Opportunity in Alaskan Banking 


“We are one of the oldest and largest 
banks in Alaska and need an additional execu- 
tive officer of top quality. The officer should 
have a thorough grounding in the technical 
operation of banking with loan experience 
and promotional ability. 





“We prefer a young man with starting 
salary based on ability to contribute to the 
organization, but will consider only those who 
wish to live permanently in Alaska and are 
confident that with a growing country and 
organization, their future lies ahead. 

“Write in detail to Box 924, Burroughs 
Clearing House, Detroit 32, Michigan.” 




















hawk. The ball is to stick in your ear 
hole, and the hook braces it there just 
above your earlap. You notice the 
little crooked canal through the dingus? 
It shuts off sharp and distant noises, 
and buzzes, and allows you to hear 
anybody close up.” 

“Yuh won’t sell a one... these bank 
fellers want to hear everything — 
they’re suspicious of each other.”’ 

“You wait till we get to the con- 
vention.” 

“T’m not going!” 

“Why not? . .. you'll miss one of 
the fastest jobs in modern times, and 
also a turkey dinner, maybe with a 
little pre-dinner appetizer—all free, 
Spearhawk.”’ 

During the two weeks prior to the 
convention Mr. Clutchbill had a 
cardboard sign lettered in black with 
a stylish Spencerian flourish. He was 
careful not to show it to Spearhawk, 
and by constantly harping on the 
glories of the convention finally got his 
brother director to agree to go for the 
first night. 

Both gentlemen were in their black 
Sunday-meeting clothes when Mr. 
Spearhawk’s black sedan left Mr. 
Clutchbill’s little cottage. 

“What’s that?’ asked Mr. Spear- 
hawk suspiciously as Mr. Clutchbill 
leaned a calendar-sized Manila envel- 
ope on the rear seat. 

“Just a greeting card,” tossed off 
Mr. Clutchbill. 

“TI can see we're going to get into 
trouble, as usual,’”’ scowled Mr. Spear- 
hawk. 


ig was half past six when their car 

rolled up to the Gander Tavern, with 
its environs badly cluttered up with 
cars at all angles. A dizzy hand- 
pumping almost blurred out the tavern 
entrance where delegates were crowd- 
ing in for the evening banquet. 

“Where will we go first?’ shouted 
Mr. Spearhawk the moment the great 
confusing buzz of voices in the lobby 
bounded off his face. 

“Heh, what’d you say?” Mr. Clutch- 
bill lowered an ear. 

“‘Where you goin’?”’ 

“Confound it! Speak louder. Here, 
stick this in your ears.” Mr. Clutch- 
bill at the same time mounted a pair 
of his new hearing aids which he 
picked out of a bulging pocket. 

“‘Now, what was it you said?” 

“Where will we go?” 

“Oh, um, we’ll just move around as 
usual amongst the brothers till the 
dining room door opens. We better 
get our badges and tickets.” 

Properly starred and ticketed, they 
worked into the jam in front of the 
dining room door. 

“Notice how they’ve all got their 
mouths gaping over each other’s ears?” 
alerted Mr. Clutchbill. 

“T certainly can hear better, Aaron, 
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with these petrified vitamin pills.” 

“It cuts off the buzz. Come on! 
The door’s open.” 

While milling through the entrance 
Mr. Clutchbill crowded up to the 
dining room door and with a thumb- 
tack stuck his unfurled sign in the 
middle section. 


AFTER his departure a bevy formed 

there, straining forward with glisten- 
ing bifocals to read the latest announce- 
ment: 

“BANQUET HUM-SILENCERS! 

Procure at Table 10. 

$3.00 while they last. 

Only 1 to a bona fide delegate. 

Show your membership badge.” 

‘“‘What’s the trouble at the door, 
Aaron?” asked Mr. Spearhawk ab- 
sently tucking his napkin in his neck 
and hefting his knife and fork the 
moment they sat down at number 10. 

“Probably a notice of a new movie 
reel on how to drive off holdups... 
we'll see it later.” 

Eyes were curiously turning to 
table 10 as the delegates streamed like 
sheep to their chairs. 

Four brothers sat down and filled 
the Ferndale National table. Mr. 
Clutchbill bowed graciously in the 
humming barage of voices. He leaned 
kindly sidewise and said to his neigh- 
bor: 

“Stil liquid, I hope, my friend?” 

“Heh? What’s that . .. what’s 
that?” 

“The old vault leaking any?” he 
tried again. 

The brother looked hopelessly 
around the table. “I can’t hear a 
word,”’ he complained with a scowl. 

“Just tuck these in your ears, my 
friend. It’s the new Banquet Buzz- 
Silencer, on sale at this very table... 
only $3.” 

The plump gentleman tenderly 
tucked one in each ear. 

“Hear all right now, can’t you?” 
Mr. Clutchbill pointed to his own kit. 

A glowing smile ran over the 
neighbor’s round face. ‘Why, yes! 
Here! My $3,” he gulped, pulling at 
his pocketbook. 

Mr. Spearhawk suddenly felt his 
shoulder touched, and stared up into 
a brother’s face. 

“Get them here, brother?” asked 
the gray haired man in an anxious 
voice. 

“My secretary sells them,” shouted 
Mr. Spearhawk half-rising and poking 
a thumb at Mr. Clutchbill. 

From his ample right-hand pocket 
Mr. Clutchbill fished out another pair 
and dropped $3 in his left-hand pocket. 
A side glance told him over twenty 
brothers were queued up waiting for 
a chance. 

“Instructions in each little genuine 
aluminum case, gents. Who’s next?” 











“T want five pairs . . . there’s five of 
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us from the Eagel Valley Trust,’ came 
out of a sandy-haired brother bending 
over the table. 

‘All legitimate delegates?’ de- 
manded Mr. Clutchbill thrusting in 
his fist for a handful and raking in the 
$15. 

‘All genuine wicket-gazers,”’ nodded 
the brother. 

Mr. Spearhawk’s eyes peeled back 
at the $15 deal; it covered the original 
investment. 

Through some mesmerism of wave- 
beam one head after another began 
twisting toward the dining room en- 
trance. The presiding official of the 
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gathering hopped up from the head 
table and strained for the door. 

“The representatives of the big city 
bank correspondents have pulled in,” 
uttered a delegate at Mr. Clutchbill’s 
table as he caught sight of two men 
standing at the entrance. 

Before the presiding official could 
hasten down and greet them, both 
dapper city rivals were bent over 
Mr. Clutchbill’s sign on the door. 

Suddenly one of them broke loose 
and plunged for table 10. 

“You have the Banquet Hum- 
Silencers here?”? he demanded breath- 
lessly. 

“There are a few left,” nodded Mr. 
Clutchbill. 

“How many, brother?” The spry 
representative glanced hurriedly over 
his shoulder at his rival bearing down 
on the table. 

“Must be over sixty left,’ said Mr. 
Clutchbill, feeling in his side coat 
pocket. 

“T’ll take them... all of them!” 

Director Clutchbill began counting 
them out. ‘‘Hm’f, only sixty-five left.” 

“That’s $195.” Bank notes flut- 
tered on the table. ‘Thanks . 
splendid souvenirs of the banquet.” 

“Those city fellows work fast;” 
uttered a red-faced vice-president be- 
side Mr. Clutchbill, as he watched the 
city representative nipping among the 
tables handing out the Hum-Silencers 
with repeated whisperings: ‘“‘Compli- 
ments of your friendly old New York 
correspondent, the Pyramid National, 
gentlemen.” 


ME: Spearhawk suddenly became 
aware he had been holding for a long 
time a quivering fork under his nose. 
‘““My gosh! what... what a harvest!” 
““Yeah-h,” nodded a neighbor with 
glistening pince-nez rising and falling 
above his busy jaw, “I think they call 
this desert Crepes Suzette .. . ’pears 
to be a little firewater in it.” 

But Mr. Spearhawk was not refer- 
ring to the dish, and that night he 
hung breathlessly watching Director 
Clutchbill who, clothed in a long night- 
shirt, was seated on the edge of his 
bed working busily with a pencil on a 
notebook. 

‘How'd we come out, Aaron,” 
asked Mr. Spearhawk impatiently. 

“It looks like the state bankers’ 
league dues, banquet, meals and room 
for three days, gas, wear and tear on 
the car, and initial investment come 
to $135. That leaves $165 clear profit. 
Now if we take out 30 cents for our 
two private Silencers there’s $164.70 
left.” 

“Think of that! We can stay three 
days,” gloated Mr. Spearhawk. 

“Oh, there’s no profession like bank- 
ing, Mr. Spearhawk,” purred Director 
Clutchbill tucking his wallet under his 
pillow and turning out the light. 
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50 banks report checking-depositors 


increases averaging 20.6% ! 


since we've completed their new quarters! 


Our ability to create new banking quarters which actually help attract more customers is 
emphasized dramatically by an authentic report of 50 banks whose new quarters we’ve 
recently completed. These banks, when asked to give detailed information on business con- 
ditions before—and after—modernization, said that checking depositors increased an average 
of 7.6% six months after modernization, 10.7% after one year, 20.6% as of today! In ad- 
dition, the number of savings depositors increased an average of 4.4% in the first six months, 
6.6% after one year, 19.8% as of today! We are able to help increase your bank’s business by 
translating its specific needs into a specialized type of architecture which improves operating 
efficiency, increases speed of service, appeals to your customers. If you insist upon these 
important assets, let us design your bank’s new quarters. Write today. Get the facts. 


WHILE AT THE A.B.A. CONVENTION...visit our New York Offices at 103 Park Avenue 
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